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What One Alumnus Says 


fbout The Travelers Home Office 
mY chool por figents 


I could not help being impressed with the fact that Life in- 
surance—and all insurance—is a life’s work, worthy of the best 
man alive, and that The Travelers has more to offer its agents 


and its insureds than any other company. 

“So you gentlemen have accomplished a three-fold aim; you 
have given me the tools in the working knowledge of insurance; 
you have sold me completely on insurance as a most honorable 
profession, and you have sold me completely on The Travelers. 
All that remains is for me to do my part now.” 
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The Home Office School for Agents is open to men who 
meet certain requirements and will appreciate a sound back- 


ground of insurance principles, practice and sales methods. 


If you are personally interested or know of a young man 
who should be interested in fitting himself for efficient and 
profitable insurance sales service in his community, communi- 


cate with any Travelers Branch Office or address: 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 




















‘FRIDAY, JULY 7, 1939 























































































Sales Helps. 














d — Seg 
eis: aa - 
~“_ —- 
~ 
germ . 





797 


“You Really Back Up Your ‘Claims’—— 


has been the comment of many B. M. A. policyowners. Al- 
though the artist did over-emphasize the speed with which 
most B.M. A. claims are paid, he did so only for the sake 
of dramatizing that fact, for B.M.A. does have a surpris- 
ingly high percentage of all claims "back in the mail" the 
first day. 



















Members of the Home Office staff realize that here is an- 
other highly important service to B.M.A. salesmen; for 
prompt payment of claims helps build the reputation of both 
the company and the salesmen. 


That this prompt, efficient handling of claims is another 
"Sales Help," along with B.M.A.'s portfolio of Complete 
Protection, is evidenced in the fact that B. M.A. salesmen 
everywhere are showing an ever increasing volume of busi- 
ness. 


W. T. Grant, President 
J. C. Higdon, Vice-Pres. in Charge of Sales 


BUSINESS MEN'S 
ASSURANCE CO. 


KANSAS CITY, MO. 







































YOUR BIRTHRIGHT 


Have you taken inventory for the first six 
months of this year? Are the results satisfactory 
to you as an American citizen? 

Quite a number of years ago a group of 
ragged, weary, footsore, starving troops took 
inventory. The great cause for which they 
fought—a land of freedom and equality— 
seemed doomed, for hunger and cold does 
much to destroy the morale of the strongest. 
But the blue steel of Americanism had already 
been forged in the white hot fire of battle. They 
had to fight on to victory and the establishment 
of a government different from all others. 

You, as a Life Underwriter, have everything 
in your favor for success—the birthright given 
you by true American patriots, and you will 
find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 


FRANKFORT 
[I 


“The Friendly Company” 





INDIANA 

















Do You Want 


A General Agent’s Job? 


Financing and Commission 


You must be able to— 
‘ 
2. 
3. 


Write personal business of a substantial amount. 
Attract good men. 


Educate them in the fundamentals of life insur- 
ance underwriting. 
Successfully demonstrate to them the writing of 
life insurance. 
€ 


Openings in the following states: Iowa, Illinois, 


Indiana, Ohio, Missouri, Oklahoma, Kansas, Nebraska. 


If interested, write immediately to 


Kar B. Korrapy, Vice President 
Director of Agencies 


ILLINOIS BANKERS LIFE 


Assurance Company 
MONMOUTH, ILLINOIS 


LIFE ACCIDENT HEALTH 
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Double Tax Hits 
Life Men Who Use 
Trusts in Programs 


Illinois Inheritance Tax 
Law and New York Consti- 
tution Forbid Duplication 


Illinois is one of the states that do 
not permit double taxation of intan- 
gibles under the inheritance tax law, 
according to a decision rendered June 
26, 1939, by the Illinois attorney-gen- 


eral. 
This question of double taxation of in- 


tangibles is of extremely grave impor- 
tance to life insurance men who ase 
trusts in their programming of estates. 
Up to May 29, 1939, when the United 


States Supreme Court handed down 
two vital decisions, it had been supposed 
that double taxation on inheritances was 
forbidden by the federal constitution. 
On May 29 the United States Supreme 
Court in Curry vs. McCandless and 
Graves vs. Elliott, sustained double 
taxation of intangibles and threw the 
whole trust world into confusion. 


Subject Bears Investigating 


New York a year or two ago adopted 
a constitutional amendment that forbids 
such double taxation. The result, in 
the opinion of tax experts, will be to 
throw a vast amount of trust business 
to New York institutions. Thus it is 
important for every life insurance man 
using trusts to know whether his own 
state permits double taxation or not. 

Seven years ago the United States 
Supreme Court ruled that “shares” of 
stock, like other intangibles, constitu- 
tionally can be subjected to death trans- 
fer tax by one state only.” This was 
in the case of Haskell, 284 N. S. 312. 
The Frick case, 268 N. S. 479, decided 
in 1929, was the first along the same 
line. Prior to that decision most states 
had reciprocity laws foregoing their 
right to apply a double tax on prop- 
erty of residents of other states, if the 
other states did not apply a double tax 
to residents of the state enacting the 
law. 

The legal fight went on in the courts 
until the two decisions of May 29 were 


handed down by a federal Supreme 
Court with a new personnel. 
Meanwhile many states have re- 


vamped their inheritance tax laws, and 
in view of the one-tax stand of the Su- 
preme Court the reciprocity provisions 
were sometimes dropped as unneces- 
Sary. 


Rush to Change Laws Anticipated 


It is expected that there will be a 
scramble among the states hurriedly to 
Pass new reciprocity laws, because any 
State that permits double taxation drives 
both business and capital outside of its 
borders. However, some states will 
welcome the chance to tax nonresidents. 
(CONTINUED ON LAST PAGE) 





“Millionaires” Talk 
Over Tax Angles 


Report Twisters Already 
Capitalizing on U. S. 
Claims Court's Decision 


NEW YORK—Important tax devel- 
opments in the life insurance field were 
the principal subject of discussion at 
the meeting of New York members of 
the million dollar round table. Felix 
U. Levy, Penn Mutual, regional chair- 
man, presided. It was significant that 
none of the members found the monop- 
oly investigation of life insurance to 
have caused any sales resistance worth 
discussing. 

There was much interest in the Bailey 
case, on which the United States court 
of claims has decided that life insur- 
ance above $40,000 payable to a named 
beneficiary is subject to a federal estate 
tax, even though there is no reversion- 
ary interest, unless the insurance has 
actually been taken out by the benefi- 
ciary named in the policy. It was 
reported that twisters have already been 
at work, using this decision as a sales 
tool, even though the question will not 
actually be decided until it comes up 
before the United States Supreme Court. 
Some members said that in the opinion 
of prominent lawyers there was a con- 
siderable likelihood that the Bailey case 
decision would be upheld by the Su- 
preme Court. 


Pension Trust Sales Hit 


Another tax angle was mentioned by 
T. K. Carpenter, McMillen agency, 
Northwestern Mutual, who said that the 
Internal Revenue Bureau ruling 1T3268, 
which taxes the portion of a pension 
trust payment which represents life in- 
surance, is having a bad effect on the 
sale of pension trusts. The annuity 
portion of the payment is exempt from 
tax but Mr. Carpenter said he was in- 
terested in knowing what basis the 
Treasury Department would use in de- 
ciding how much of the premium should 
be considered as being paid for life in- 
surance and how much for the annuity 
portion of the contract. 

One member said he believed the 
system to be followed would make it 
necessary for each home office to com- 
pute the insurance portion of each pen- 
sioner’s contract on a diminishing term 
basis and compute the premium, which 
would be the taxable portion of the 
payment. 


Type Not Indicated 


M. M. Goldstein, general agent Con- 
necticut Mutual, said that the bureau’s 
ruling has caused confusion because 
there is no indication as to what type 
of pension trust arrangement it applies 
to—the type where each pensioner is 
given a contract outright or the type 
under which the pensioner has no rights 
during his life time except the right to 
income. 

There was considerable discussion of 
bank loans for policyholders who wish 
to make or refinance substantial policy 
loans. It was said that one New York 
bank will make a loan under conditions 
which would not upset the distribution 
of proceeds under settlement options if 
death should occur before the loans were 


Finance Committee 
Considers Bill 


Senate Group Will 
Discuss Agency Status 
Under SEC 


WASHINGTON, D. C.—The U. S. 
Senate finance committee is still in ex- 
ecutive session considering the amend- 
ments to the social security act con- 
tained in house bill 6635. On Friday 
morning of last week the committee 
voted 17 to 2 to strike out the language 
of the bill which has the effect of leaving 
the ruling of the Bureau of Internal 
Revenue recognizing insurance agents 
as independent contractors rather than 
some of them being construed as em- 
ployes under the bill. 


Second Herring Amendment 


The first amendment proposed by 
Senator Herring of Iowa on June 15 
was abandoned and the action taken 
was pursuant to his newly introduced 
second amendment. The senate com- 
mittee resumed its consideration of the 
bill later this week. Other amendments 
will probably be brought in, although 
from the preponderance of the commit- 
tee vote, it is doubtful whether any 
other form of language may be adopted 
which would continue to exempt agents 
as independent contractors and yet bring 
under the act those who occupy the 
status of employe under the law of mas- 
ter and servant. The new effect of the 
rejection by the Senate finance commit- 
tee of the proposed amendment under 
which insurance agents might be classi- 
fied as employes, instead of being inde- 
pendent contractors, is to restore the 
status quo. No further public hearings 
will take place. 

When the committee has reached 
agreement it will report back to the 
full Senate, though when this will be 
and the nature of its report, of course, 
is unknown. 

The finance committee apparently 
was unwilling to pass upon the agency 
question as a whole, though conceding 
that those holding membership in the 
National Association of Insurance 
Agents and others working under like 
company connections, were as Secretary 

Bennett of that organization 
in his appeal contended, independent 
contractors. The situation as to indus- 
trial life agents, for example, was held 
to be different, and hence the commit- 
tee was unwilling to embrace ali insur- 
ance agents under one definition. 








paid off. M. A. Blate, Mutual Benefit 
Life, defended bank loans as saving 
much business that would otherwise be 
dropped. He said it is often possible to 
sell insurance to cover the amount of 
the loan. 


Saving Policy Options 


Harry Phillips, Penn Mutual, said 
that one company has worked out a 
beneficiary arrangement, not an assign- 
ment, for use in the case of bank loans 
which makes it possible for the bank 
to claim whatever portion of the pro- 
ceeds it can show the company it is en- 
titled to, the remainder being left for 





(CONTINUED ON LAST PAGE) 





Company Head Warns 
Against Excesses in 
Extending Credit 


Life Insurance an Insti- 
tution: Government Must 
Stay Out of Field 


Wider recognition, both public and 
private, of the fundamental difference 
between “venture capital”—which takes 
tisks—and “credit capital”—such as 
funds held by life companies—was called 
for by O. J. Arnold, president North- 
western National Life and vice-president 
U. S. Chamber of Commerce, at a gath- 
ering of Cleveland business and insur- 
ance men. The hope of getting the 
country back on the road to recovery is 
remote until capital is willing to venture 
forth in new undertakings or expansion 
reappears on the business horizon, he 
said, but it is not a proper function of 
insurance companies, banks or other 
trust institutions, nor of government, to 
provide this capital. To violate this 
principle is to invite disaster to savings 
of millions of people. 


Solution Is Removal of Fear 


“The proper solution to the present 
problem lies not in attempting to force 
savings and deposits or the taxpayers’ 
money into venturesome risks which 
private capital refuses to take, but in 
removing, in so far as government is 
able, the threats which keep enterprise 
capital at a standstill,’ Mr. Arnold said. 
“While it is distressing to see idle 
money in the banks and in insurance 
companies of the country—a fact which 
the head of our national government 
has recently decried—it must be remem- 
bered that the function of savings insti- 
tutions is to keep savings out of risky 
adventures in business. Surely 1929 is 
not so far behind us we can afford to 
lose sight of the fact that the savings 
of our people do not belong in the field 
of equities and participation in venture- 
some risks.” 

The meeting was sponsored by the 
Cleveland Life Underwriters Associa- 
tion and Cleveland Chamber of Com- 
merce. Mr. Arnold spoke on “Democ- 
racy Faces Its Oldest Problem—Will 
en Enterprise Continue to Meet 
t! 

Nothing but American enterprise can 
make democracy work in the long run, 
he said. The security and substance of 
the people is, as always, the only safe- 


‘guard of democratic government. 


Need to Encourage Capital 


“The kind of capital needed today,” 
Mr. Arnold said, “is capital that assumes 
partnership in business in the hope of 
substantial returns; that has only busi- 
ness brains and ability as its major se- 
curity. It is capital, therefore, which 
cannot afford to venture forth when 
risks are so great that there is no lure 
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Bar and Lawyers Bodies 
Suggest Assignment Form 


NEW YORK.— Below is given the 
text of the suggested uniform assign- 
ment blank worked out through the col- 
laboration of the American Bankers As- 
sociation and the Association of Life In- 
surance Counsel. It was approved at 
the recent midyear meeting of the coun- 
sel association by the following resolu- 
tion, which reflects the association’s at- 
titude toward the assignment form: 

Resolved, that the association appre- 
ciates the efforts of its committee in aid- 
ing in the drafting, for assignments of 
life insurance policies to banks as col- 
lateral security, an assignment form 
which may as far as possible meet the 
varying requirements of all interested 
parties; 

Resoved, that it is the sense of this 
meeting that uniformity in bank as- 
signments is highly to be desired and 
that the proposed form submitted to this 
meeting will aid in reaching that re- 
sult; 

Resolved, that it is the consensus of 
this association that the form of assign- 
ment submitted to this meeting, if pre- 
sented by bank assignees, should be re- 
ceived and filed or recorded by their 
respective companies, subject, however, 
to such future action as each individual 
company may deem advisable under its 
own policy forms or in the conduct of 
its own business. 


Text of the Form 


The text of the form for assignment 
of policy as collateral is: 


A. for value received the undersigned 
hereby ee transfer and set over to 
cocceses sees its succes- 
sors and seibmnan (herein called the “as- 
signee”) Policy NO. ..-..cccecces issued 
by the Life Insurance Com- 
pany (herein called the “insurer”’) and 
any supplementary contracts issued in 
connection therewith (said policy and 
contracts being herein called the “pol- 
icy”), upon the life of 
of and all claims, options, 
privileges, rights, title and _ interest 
therein and thereunder (except as pro- 
vided in Paragraph C hereof), subject 
to all the terms and conditions of the 
policy and to all superior liens, if any, 
which the insurer may have against the 
policy. The undersigned by this instru- 
ment jointly and severally agree and the 
assignee by the acceptance of this as- 
signment agrees to the conditions and 
provisions herein set forth. 

B. It is expressly agreed that, with- 
out detracting from the generality of 
the foregoing, the following specific 
rights are included in this assignment 
and pass by virtue hereof: 

1. The sole right to collect from the 
insurer the net proceeds of the policy 
when it becomes a claim by death or 
maturity; 

2. The sole right to surrender the 
policy and receive the surrender value 
thereof at any time provided by the 
terms of the policy and at such other 
times as the insurer may allow; 

3. The sole right to obtain one or 
more loans or advances on the policy, 
either from the insurer or, at any time, 
from other. persons, and to pledge or 
assign the policy as security for such 
loans or advances; 

4. The sole right to collect and re- 
ceive all distributions or shares of sur- 
plus, dividend deposits or additions to 
the policy now or hereafter made or 
apportioned thereto, and to exercise any 
and all options contained in the policy 
with respect thereto; provided, that un- 
less and until the assignee shall notify 
the insurer in writing to the contrary, 
the distributions or shares of surplus, 
dividend deposits and additions shall con- 
tinue on the plan in force at the time of 
this assignment; and 

5. The sole right to exercise all non- 
forfeiture rights permitted by the terms 
of the policy or allowed by the insurer 
and to receive all benefits and advan- 
tages derived therefrom. 

Cc. It is expressly agreed that the fol- 
lowing specific rights, so long as the 
policy has not been surrendered, are 
reserved and excluded from this assign- 
ment and do not pass by virtue hereof: 

1. The right to collect from the in- 
surer any disability income; 

2. The right to designate and change 
the beneficiary; 
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The right to elect optional modes! 








of settlement; but the reservation of 
these rights shall in no way impair the 
right of the assignee to surrender the 
policy completely with all its incidents 
or impair any other right of the assignee 
hereunder, and any designation or change 
of beneficiary or election of a mode of 
settlement shall be made subject to this 
assignment and to the rights of the as- 
signee hereunder. 

D. This assignment is made and the 
policy is to be held as collateral security 
for any and all liabilities of the under- 
signed, or any of them, to the assignee, 
either now existing or that may here- 
after arise in the ordinary course of 
business between any of the undersigned 
and the assignee, (all of which liabilities 
secured or to become secured are herein 
called “liabilities’). It is expressly 
agreed that all sums received by the 
assignee hereunder, either in event of 
death of the insured, the maturity or 
surrender of the policy, the obtaining 
of a loan or advance on the policy, or 
otherwise, shall first be applied to the 
payment of one or more of the following 
in such order of preference as the as- 
signee shall determine: (a) principal 
of and/or interest on liabilities; (b) pre- 
miums on the policy; (c) principal of 
and/or interest on loans or advances 
made by the insurer on the policy. 


Covenants of Assignee 

E. The assignee covenants and agrees 
with the undersigned as follows: 

1. That any balance of sums received 
hereunder from the insurer remaining 
after payment of the then existing lia- 
bilities shall be paid by the assignee to 
the persons entitled thereto under the 
terms of the policy had this assignment 
not been executed; 

2. That the assignee will not exercise 
either the right to surrender the policy 


or (except for the purpose of paying 
premiums) the right to obtain policy 
loans from the insurer, until there has 
been default in any of the liabilities ora 
failure to pay any premium when due, 
nor until twenty days after the assignee 
shall have mailed, by first-class mail, to 
the undersigned at the addresses given 
hereinbelow, notice of intention to exer- 
cise such right; and 

3. That the assignee will upon re- 
quest forward without unreasonable de- 
lay to the insurer the policy for endorse- 
ment of any designation or change of 
beneficiary or any election of an optional 
mode of settlement. 

F. The insurer is hereby authorized 
to recognize the assignee’s claims to 
rights hereunder without investigating 
the reason for any action taken by the 
assignee, or the validity or the amount 
of the liabilities or the existence of any 
default therein, or the giving of any 
notice under Paragraph E (2) above or 
otherwise, or the application to be made 
by the assignee of any amounts to be 
paid to the assignee. The sole signature 
of the assignee shall be sufficient for 
the exercise of any rights under the 
policy assigned hereby and the sole re- 
ceipt of the assignee for any sums re- 
ceived shall be a full discharge and re- 
lease therefor to the insurer. Checks for 
all or any part of the sums payable 
under the policy and assigned herein, 
shall be drawn to the exclusive order 
of the assignee if, when, and in such 
amounts as may be, requested by the 
assignee. 

G. The assignee shall be under no 
obligation to pay any premium, or the 
principal of or interest on any loans or 
advances on the policy whether or not 
obtained by the assignee, or any other 
charges on the policy, but any such 
amounts so paid by the assignee from 
its own funds, shall become a part of 
the liabilities hereby secured, shall be 
due immediately, and shall draw inter- 
est at a rate fixed by the assignee from 
time to time not exceeding 6 percent per 
annum. 

H. The exercise of any right, option, 
privilege or power given herein to the 
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The average mortality ratio for the 
50 largest companies was 53.23 percent 
in 1938. This is the lowest point since 
1927 (52.20 percent). The mean av- 
erage for the last 19 years is 55.19 per- 
cent. 

This year, 1925, continues to be the 
lowest point on the graph although ac- 
cording to a recent Metropolitan sta- 
tistical study, 1938 showed the best re- 
corded mortality ratio experienced in 
that company. 

Does economic pressure have any 
bearing on the mortality figures? With 
rises in mortality ratios from 1928 to 
1931 and again in 1936, one might be 
inclined to answer “yes,” but the de- 
creasing ratio in 1937 and 1938 seems 
to refute the argument. 

Suicide does not seem to materially 
affect the ratio. During 1930 the ratio 
rose only 0.96 percent and in 1931, 0.32 
percent, while in 1928 it rose 3.74 per- 
cent and in 1929, 2.32 percent. “Jumbo” 
risks therefore do not seem to have in- 
creased the ratio but they probably were 
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a contributing factor in maintaining the 
high level from 1929 to 1933. 

A wide variation exists between in- 
dividual figures of the 50 largest com- 
panies. The highest ratio this year was 
73.3 percent and the lowest 35.8 per- 
cent. Another interesting thing in con- 
nection with the graph is that the years 
are almost equally divided above and 
below the mean average. In 10 of the 
19 years shown the average has been 
above the mean and in 9 years, it has 
been below. 

Participating companies take into ac- 
count the mortality factor in formulat- 
ing dividend scales. The favorable ratio 
for 1938, no doubt enabled many com- 
panies to continue their scale for 1939 in 
spite of lower interest returns. In like 
manner, non-participating companies 
have been able to maintain dividends to 
stockholders. 

Calculations have been made from 
ratios shown in the 1939 Unique Manual- 
Digest published by THE NATIONAL 
UNDERWRITER. 





assignee shall be at the option of the 
assignee, but (except as restricted by 
Paragraph E (2) above) the assignee 
may exercise any such right, option, 
privilege or power without notice to, or 
assent by, or affecting the liability of, 
or releasing any interest hereby assigned 
by the undersigned, or any of them. 

I. The assignee may take or release 
other security, may release any party 
primarily or secondarily liable for any of 
the liabilities, may grant extensions, re- 
newals or indulgences with respect to 
the liabilities, or may apply to the lia- 
bilities proceeds of the policy hereby 
assigned or any amount received on ac- 
count of the policy by the exercise of any 
right permitted under this assignment, 
without resorting or regard to other 
security. 

J. In the event of any conflict be- 
tween the provisions of this assignment 
and provisions ef the note or other evi- 
dence of any liability, with respect to 
the policy or rights of collateral security 
therein, the provisions of this assign- 
ment shall prevail. 

K. Each of the undersigned declares 
that no proceedings in bankruptcy are 
pending against him and that his prop- 
erty is not subject to any assignment 
for the benefit of creditors. 
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Massachusetts Mutual—With $1, 952,- 
155,195 in force May 31, reports gain of 
increase of 
$12,576,000 over a year ago. This year’s 
sales show a policy average of $4,419, 
compared with $4,178. Annuity sales 
are $4,000,000 ahead of last year. 


John Hancock Mutual Life—Ned C. 
Litwack of the J. Bruce MacWhinney 
agency in Newark, N. J., led the entire 
field force in paid ‘production in May. 


Pacific Mutual Life—First of the 
nationwide agency contest winners to 
be awarded a trip to the San Francisco 
_ was Robert K. Zimmer, Colum- 

tis; ©} 

C. P. Hochstadter, Cincinnati, is the 
first to qualify as a Big Tree Top Star 
for 1939. 

Results of the annual round-up held 
by the C. C. Day general agency, Okla- 
homa City, gave G. A. Whitlaw first 
place with 324 percent of quota; C. F. 
Linder second with 300 percent and 
Larry Dowd third with 243 percent. 


Lincoln National Life— The Des 
Moines agency won first place trophy 
in a nationwide contest sponsored by 
the company saist May. Ben M. Kirk 
is manager. 


Columbus Mutual—New business ap- 
plied for during June was 70 percent in 
excess of that during June, 1938. The 
leader among agents was John C. Dex- 
ter, Columbus. Ranking second was A. 
C. Bayless of Texas, third and fourth, 
G. W. Gray and William Hordes of 
Michigan. 

Continental American Life—June paid 
volume was the largest of any June in 
history. Increase over June, 1938, was 
44 percent and there also was substantial 
increase over June, 1927, which was the 
previous high mark. Premiums were 
52 percent ahead of June, 1938. Con- 
struction of a new home office building 
is to be started soon, and June was de- 
voted to a “spade crusade,” celebrating 
the breaking of ground. Agents who 
qualify will attend the ground breaking 
ceremony, and chief producer will turn 
the first spadeful of earth, 

Murrell Brothers, general agents Mu- 
tual Benefit Life at Los Angeles, report 
a paid gain of 93% percent for the first 
six months. This was on top of a 76 
percent gain for the year 1938 when they 
won the president’s trophy. The agency 
had 16 qualifiers for the leader’s con- 
vention to be held at Spring Lake, N. J., 
in September. In June the agency sub- 
mitted over $1,000,000 of new business 
with every one of the 24 agents partici- 
pating. 

Lee Wandling, Equitable Society at 
Wichita, Kan., reports an increase in 
paid business of 46 percent in June, and 
an increase in written business of 39 
percent. 
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Prudential Officer 
Favors Investing 
in Real Estate 


Endorses Outright Owner- 
ship of Commercial as Well 
as Residence Properties 


WASHINGTON Ownership of 
commercial as well as residential in- 
come-producing properties as _ invest- 
ments for life company assets was 
heartily endorsed by Vice-president R. 
R. Rogers of the Prudential in his testi- 
mony before the Temporary National 
Economic (monopoly) Committee which 
has turned its attention from insurance 
for the time being and is now studying 
the construction industry. 

Asked by the examiner, J. J. O’Con- 
nell, special assistant general counsel, 
Treasury Department, on the propriety 
of large institutions such as life insur- 
ance companies investing in large scale 
housing projects on a wholly owned 
basis, Mr. Rogers said: 

“I would say I see no reason at all 
why insurance companies should not be 
permitted to invest in wholly owned un- 
encumbered sound housing units and I 
don’t see why it should be limited to 
housing. My own belief is that it could 
be done with other sound unencumbered 
income properties to fully as good ad- 
vantage to the insurance companies. 

“T have in mind that many merchan- 
disers in this country are property 
owners not by choice but by necessity 
and that they would prefer to be ten- 
ants and not owners. I can think of no 
better type of landlord than an insur- 
ance company owning that property 
unencumbered, in the sense that it 
could make long time leases with sound 
tenants on a basis of amortization of 
the building and a substantial return on 
the investment. 

“Since the United States, so far as 
I know, is the only country in the 
world where life insurance companies 
are restricted wholly to evidences of 
debt, it seems to me if there is anything 
wrong with that program that it would 
have been discovered long ago in other 
countries and would not be permitted.” 

Mr. Rogers explained that the Pru- 
dential had bought some real estate in 
New Jersey for slum clearance but that 
this had to be done under a special 
statute and that it was done as much 
for social as for practical reasons. 

The New York insurance department 
on the other hand, has shown itself cool 
to permitting life companies to engage 
in real estate developments outside the 
apartment field. In his report to the 
legislature last March, Superintendent 
Pink, after devoting nearly a page of 
his report to praise of the Metropolitan 
Life’s large scale housing project in the 
Bronx section of New York City, 
stated: 

“This progressive act (permitting the 
Metropolitan’s project) on the part of 
the New York legislature has led to 
some misunderstanding. Some people 
think there is a movement on foot to 
open up the entire building field to life 
insurance company enterprise. With 
this the New York department has no 
Sympathy whatever. It does not believe 
that the life insurance companies should 
be allowed to build, operate, and man- 
age apartments, hotels, and other com- 
mercial enterprises.” 

Seth Schnitman, life insurance 
counsellor in New York City, who tes- 
tified as a building expert before the 
monopoly committee, had nothing but 
praise for the Metropolitan’s housing 
Project. His book “How Safe Is Life 
Insurance?” written some years ago, 





Concern Exists Over 
U. S. Anti-Trust Bil] 


Insurance Men Fear 
Insurance May Be Ruled 
to Be Commerce 


NEW YORK—Possibility that the 
new deal’s efforts to bring about federal 
supervision of insurance may result in 
reversal of the U. S. Supreme Court 
decision that insurance is not commerce, 
gives insurance men more than an aca- 
demic interest in the bill drastically 
strengthening the anti-trust law penal- 
ties which Senator O’Mahoney, chair- 
man of the temporary national economic 
committee, is urging for immediate 
passage. 

O’Mahoney’s bill would make liable 
every officer or director taking part in 
any action subsequently held to be an 
anti-trust violation. Such an official 
would be liable to a verdict up to twice 
his compensation for each month during 
which there was a violation. Also the 
corporation itself would have to forfeit 
twice its net income for those months. 
Since a violation might be held to have 
been going on for many years, possibili- 
ties under such a bill would be ruinous. 

O’Mahoney’s attitude as shown in this 
bill is of particular interest since he is 
chairman of the committee which is in- 
vestigating insurance. The bill contrasts 
sharply with his benign utterances as to 
the aims of his committee toward in- 
surance and other businesses on which 
it has held hearings. 

Fear of O’Mahoney’s bill is that the 
anti-trust laws are so vague that it is 
difficult for even the most meticulous to 
know whether they are violating them. 








was extremely critical of the usual life 
company investments. 





Old Line Life Holds 
Agency Convention 


Milwaukee Company 
Stages Notable Gather- 
ing of Leading Producers 


By A. R. JAQUA 


At the annual meeting of the Star 
Leaders Club of the Old Line Life of 
Milwaukee, 26 Star Leaders (minimum 





JOHN E. REILLY 


qualification $2,500 in premiums) and 

35 Conventioneers (minimum $1,500 in 

premiums) plus wives and company 
(CONTINUED ON PAGE 8) 








and 1952. 


his widow have had? 
is—NOTHING! 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





DON’T COLLAPSE 


This is a story of the value of the Extended Term pro- 
| vision in policies of permanent life insurance—absent from 
| Yearly Renewable Term contracts, of course. 


Five Ordinary Life policies, issued between 1909 and 1924. Pro- 
ceeds of two were payable as a Monthly Income to the insured’s 
wife, throughout a 20-year period. Their commuted value, $13,608, 
which through the income payments would expand to $18,000. Pro- 
ceeds of three policies, $10,000 face, were to provide interest income. 
At the dates of issue the insured’s age ran from 28 to 43 years. 

The policies eventually lapsed, and the insurance, full amount, 
ran on, under Extended Term, for varying periods between 1947 


The insured died some months ago, and 20 years of monthly 
income and the interest income began. 

But that was not all, for there was another policy, issued in 
1925, for $25,000, at age 44, and it contained the disability provision. 
The policyholder became disabled in March, 1933. Future premiums 
were waived, and, in addition, he received a monthly payment of 
$250 during his life’s remainder, and his wife since his death has 
received interest income on the face amount. 


This House of Protection stood intact for the wife at 
the time of the husband’s death, following a living income 
to him after he became disabled. 
been parasite-twisted Yearly Renewable Term what would 
A grotesque question!—the answer 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


If the lapsed policies had 
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JOHN A. STEVENSON 
Preside 
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Sales Resistance 
Feared as Result 


of SEC Attacks 


Programming Seen as 
Effective Answer to 
High Pressure Charge 


Life insurance selling methods will 
come under the fire of the SEC mo- 
nopoly investigation at Washington be- 
fore its investigation is concluded, ac- 
cording to reports from the capital. 
High-pressure salesmanship in the in- 
surance field will be aired. The first 
year lapse ratio will be exploited, to 
show the money that goes to agents, 
and not to the companies or back to 
the policyholders. 


The results in some recent years, when 
life insurance in force showed a de- 
crease in spite of the billions written, 
can be made spectacular. 


Study Better Selling 


Fear of such publicity and propaganda 
and its possible effect on sales this fall 
and thereafter is turning agency lead- 
ers to more intense study of improving 
the work in the field. No matter how 
far it has advanced in educational work, 
every company has a high percentage of 
agents who are simply making a living 
with a rate book, or trying to. They 
have little to offer but persistent pres- 
sure for business. The pressure may 
not be “high,” but they sell the business 
that lapses. Bette; methods for the rank 
and file are being sought. 

These leaders fear that a new sales 
resistance, hard to overcome, will be a 
result of the Washington activities. The 
procrastinating prospect will have the 
sanction of the government in stalling 
the agent. “You high-pressure boys are 
too anxious for commissions. You are 
being exposed by the government right 
now,” is a form of resistance that may 
be encountered. 


Not Hard to Teach 


Of course, the desire for better selling 
methods is not new. It is the source of 
all the tremendous educational efforts 
made for many years by all companies. 
The fore-warning, however, of specific 
difficulties to come is turning the 
thoughts of many to a search for a spe- 
cific aid. 

Education is not achieved in a hurry 
but there is one line of selling that is 
not hard to teach and that appeals to 
some as peculiarly effective in the face 
of the criticisms that are slated to come 
out of Washington. That is program- 
ming. 


Answer to Criticism 


Suppose the agent is met with the 
high-pressure objection. He _ replies, 
“Mr. Blank, I don’t blame you at all 
for not wanting to be high-pressured. I 
don’t either—and I don’t buy from high- 
pressure men. Furthermore, no man 
that I ever sold life insurance to has 
ever said that I high-pressured him into 
taking it. I don’t operate that way. As 
a matter of fact, I am not a life insur- 
ance salesman at all. I am a buyer of 
life insurance for my clients, and I buy 
for them only what they need—and 
the amount they need is determined 
solely by the buyer himself.” 

It is not hard to teach an agent the 
programming that goes along with that 
reply. Programming was practically in- 
vented by the “big boys” and it has 
put so many agents among the leaders 
that it has been regarded as applicable 
only to “big stuff.” That is entirely 

(CONTINUED ON LAST PAGE) 
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Smrha Disapproves 
Real Estate Proposal 


Nebraska Commissioner 
Cites Objections to Plan 
for Exchange of Properties 


LINCOLN, NEB.-— State Insurance 
Director Smrha, in a letter to R. 
Lounsbury, president of the Bankers Na- 
tional Life of New,Jersey, expresses dis- 
approval of a plan Mr. Lounsbury said 
a number of companies had been con- 
sidering in connection with the handling 
of real estate taken over by foreclosure 
proceedings or acquired by deed extin- 
guishing mortgage liens. He had been 
delegated to sound out the Nebraska 
department. ° 

This plan proposed a general ex- 
change of these properties so as to con- 
centrate ownership in different areas, 
thus affording an opportunity for sim- 
plifying the problem of management and 
in the interest of economy and increased 
returns. Mr. Smrha says that so far as 
Nebraska is concerned the plan is im- 
possible under existing laws. These 
permit a Nebraska company to acquire 
real estate for home office buildings and 
through foreclosure, but they do not 
permit a Nebraska company to sell real 
estate to another Nebraska company. 
They could sell their real estate to a 
foreign company but could not take 
other property in its stead. 


Details Obiections 


Mr. Smrha said that while the plan 
might lead to economy and efficiency it 
would be a constant source of criticism 
and could lead to undesirable practices. 
The assets are trust funds that must 
be fully and exactly accounted for, and 
policyholders do not receive dividends 
or other benefits until real estate hold- 
ings have been converted into cash. 
While an exchange of real estate might 
be made on what is considered a fair 
value at the time, the situation might 
have changed when the property 1s con- 
verted into cash. 


Cannot Have Other Interests 


The policyholders of one organization 
cannot have an interest in the assets of 
another organization with which they do 
not have a policy, and cannot be the ben- 
eficiaries or losers because of what may 
have happened to the assets of another 
company. They must take their chances 
with the company of which they are a 
part as to all matters affecting their 
contracts. ' 

Mr. Smrha suggests a simpler plan, 
that has been used to some extent in 
the handling of defaulted bonds. This 
is for the companies to join in the em- 
ployment of real estate managers. There 
is nothing in the law that stands in the 
way of one manager serving more than 
one company. 








Faced with Death, 
Thought of Insurance 


What does a drowning or dying 
man think about when he is face 
to face with the great adventure? 
E. J. Bisio nearly drowned in the 
Willamette river, Ore., the other 
day. He was catapulted from a 
power boat and sank to the bot- 
tom of the river, 45 feet deep. 
Five minutes later he was hauled 
to the surface unconscious on a 
grappling hook. In an interview 
the next day he said: 

“T don’t recall hitting the wa- 
ter, but I remember going down 
and was convinced my time to die 
had come. I thought of the in- 
surance policies I had taken out 
in favor of my mother several 
years ago and was happy that she 
would receive the money.” 














Interest Return Lowest in 19 Years 
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By W. J. S. ISAAC 


During 1938 life companies lost the 
advantage they gained in 1937 and ex- 
perienced their lowest interest return on 
investments in the last 19 years. The 
average return of the 50 leading com- 
panies was 3.848 percent as compared 
to 3.935 percent in 1937. 

With the exception of 1929 and 1937 
the interest return has been decreasing 
since 1927. Contrary to general opinion, 
1923 was the peak year and not 1928 or 
1929. 

Since 1932 the companies have been 
earning below the mean average (4.876 
percent) for the 19 years. It appears 
that the present level will continue 
for some time before any upturn 
of any consequence can be expected. 
This low rate readily justifies the com- 
panies’ action in revising immediate an- 
nuity rates, settlement options and other 
contracts in which the investment fea- 
ture is an important factor. 


The rate earned is still above that re- 
quired to maintain reserves even for a 
3.5 percent company. However, the 
field as a whole has been looking for 
new places to effect economies in ex- 
pense of doing business. Programming 
of insurance to assist in conservation 
and a better selection of agents are 
only two of the many plans inaugurated 
by companies along this line. 

Figures for individual companies 
range all the way from a high of 5.08 
percent to a low of 1.58 percent. They 
are just about equally divided above and 
below the average. 

Money on deposit not at interest has 
been eliminated from the calculation so 
that the return is slightly higher than 
that shown in the gain and loss exhibit 
results. 

Calculations have been made from 
figures shown in 1939 Unique Manual- 
Digest published by THE NATIONAL 
UwRITERNDER, which contains much use- 
ful statistical data. 








New Hand-Book for 
Md., Del., D. of C. 


The Underwriters Hand-Book cover- 
ing Maryland-Delaware-District of Co- 
lumbia has just come from the press of 
THE NATIONAL UNDERWRITER. This is the 
13th edition of this book, which is the 
recognized reference book on these states 
insurance-wise. 

This new edition brings’ up to date 
the data on insurance in this territory 
and contains the complete lists of all 
agents—fire, casualty and life, stock, mu- 
tual and reciprocal—as licensed by the 
various insurance departments. Not only 
are the names of the agents given, but 
the companies represented, members of 
the firm, date established, other business 
transacted, if any, and the address, so 
that, by glancing at the data for any 
town, one can have a very comprehen- 
sive picture of the insurance “lineup” 
there. 

In the “Company Directory” section 
are listed the companies licensed to op- 
erate in the territory with information 
as to their officers, financial statements, 
home addresses, names of their field 
men, general agents or managers and 
the states in which they operate. In a 
separate section are given the names of 
the fire field men and casualty and life 
general agents and managers arranged 
alphabetically for easy reference. 

In the statistical section is found the 
amount of life insurance paid for and 
in force for six years by companies. 
Other valuable information is also in- 
cluded in this new edition, such as a 
resume of the insurance laws, a showing 
of the special lines written by the vari- 
ous companies, lists of national and local 
organizations with officers and ad- 


Conducts Studies 


as to Real Estate 


BOSTON—The Massachusetts de- 
partment has been conducting studies 
regarding real estate held by Massa- 
chusetts life companies as a result of 
foreclosures. For the nine year period 
from 1929 to 1937, the percentage of 
real estate to total assets in the latter 
year declined to 10.22 from 10.58 in 
1936, the peak year. The figures for last 
year have not been completed but the 
rise in values was only $3,000,000 com- 
pared with nearly $6,000,000 the pre- 
vious year, so that a further decline in 
percentage is indicated. In 1929 the 
percentage was 2.5 percent. 

A number of states limit the period 
for which foreclosed properties may be 
held. In Massachusetts the limit is 
five years, unless special permission to 
retain a property is obtained from the 
department. Commissioner Harrington 
has been receiving about 225 requests 
for extensions every month. He has 
asked all the companies reporting to the 
department to furnish him under sched- 
ule A, a report on every piece of real 
estate that it holds. Life companies are 
endeavoring to get rid of their proper- 
ties without too great a sacrifice. One 
Massachusetts company reports that it 
has sold more than 400 pieces of prop- 
erty this year. 











dresses, list of insurance adjusters and 
many other valuable features. 

This hand-book covers all branches of 
the business and is a veritable mine of 
information. To those interested in in- 
surance in these three states it is an 
indispensable tool for everyday use. 





Duty to Agents Is 
Stressed by Johann 


A. L. C. Medical Section 
Chairman Speaks Against 
Too Strict Selection 


HOT SPRINGS, VA.—W. T. Grant, 
president American Life Convention 
was unable to attend the annual meet- 
ing of the Medical Section here and his 
greetings were read by Dr. E. F. Rob- 
inson, medical director Business Men’s 
Assurance, of which Mr. Grant is presi- 
dent. Col. C. B. Robbins, A.L.C. man- 
ager and general counsel, also welcomed 
the medical men. 

Dr. A. J. Robinson, medical director 
Connecticut General Life, who was ad- 
vanced to vice-chairman of the section, 
thus is in line for election as chairman 
at the 1941 annual meeting. 

Dr. A. E. Johann, medical director 
Bankers Life of Iowa, section chairman, 
in his annual address said the section 
has made a splendid record in its 29 
years. Steady progress along scientific 
lines has been made. In number of 
companies represented it also has made 
great growth, from a small group of 
middle-western companies to an asso- 
ciation of more than 150 American and 
Canadian institutions extending from 
coast to coast. Discussing the value of 
association, he said Dr. Henry Christian, 
professor of medicine at Harvard, said 
physicians could be divided into two 
great groups, those who are learning 
and those who are forgetting. There 
seems to be no third group of those who 
are stationary. A few physicians in- 
crease in knowledge from within and 
grow from their own doing, these being 
the innate investigators, but the rank 


and file require outside help to grow ‘ 


and to progress. 
Adopted Clinical Approach 


He said in the early days of the sec- 
tion the membership was composed 
mainly of smaller companies whose 
medical directors as a rule were on a 
part-time basis. Having little or no 
statistical material to serve as a foun- 
dation for their scientific papers, they 
were compelled to approach their prob- 
lems principally from the clinical view- 
point, and coming from widely scattered 
localities they had few opportunities for 
informal visits with other medical direc- 
tors, as now. Thus, many outstanding 
clinicians not connected with life insur- 
ance were asked to contribute to the 
programs and much emphasis was 
placed upon what to many was the one 
opportunity of the year to compare 
notes about innumerable technical ques- 
tions. 

“Although a number of the larger 
companies now are members, we should 
never forget that throughout its history 
this has been an organization primarily 
of, by and especially for, the smaller 
companies,” Dr. Johann said. “The fact 
that our average attendance for the last 
three years, despite the depression and 
a policy of retrenchment by many, has 
exceeded the average for the years 
1926, 1927 and 1928. suggests not only 
that the present policies of the section 
are meeting with the approval of the 
member companies but that it was by 
maintaining a certain individuality this 
association has arrived at its present 
position. 


Notes “Slide Rule” Selection 


“However, there are some chill winds 
blowing that demand our attention. 
Twenty years ago medical directors 
were of value to their respective com- 
panies in proportion to their ability to 
apply to the problem of selection their 
knowledge of the basic sciences, clini- 
cal medicine and human nature. With 
the advent of the statistical approach, 
numerical ratings and other refinements, 
real and pseudo, there has been an in- 
creasing tendency to reduce medical se- 
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lection to a slide-rule system or at least 
to the underwriting manual of some 
company or committee. 

“How many of us, starting with the 
intention of using one or several man- 
uals to test our judgment on individual 
cases, discovered later that we were re- 
versing the process; were finding out 
first what the manual recommended and 
then making our decisions, which, 
strange as it may seem, almost invari- 
ably coincided with the manual recom- 
mendations. 

“It is not that numerical ratings or 
underwriting manuals are wrong, quite 
the contrary, but they will rob us of 
ability to think if we allow them to 
do so. 


Manual Method Contagious 


“What, for example, is the necessity 
of learning something about the newer 
conceptions of blood chemistry or kid- 





DR. A. J. ROBINSON 


ney pathology, when by looking in the 
manual we can find the exact rate for 
various amounts of albumin whether 
present constantly or intermittently? 
Such ways of thinking are contagious 
and can very easily creep into corre- 
spondence between the home office and 
the company’s examiners or with others 
in the medical profession. 

“Keeping in step with medical pro- 
gress is no holiday excursion because 
every addition to medical knowledge has 
revolutionary possibilities and the funda- 
mentals of today may be the fallacies of 
tomorrow. As has been said, ‘Truth 
lies not in facts but in the relation be- 
tween facts.’ 

“The more we medical directors con- 
sider our responsibilities, the more evi- 
dent it becomes that the future of in- 
surance medicine is largely in our 
hands and that, if we expect to elevate 
our specialty in the estimation of the 
medical profession and of our home of- 
fice associates we must raise our own 
professional standards. 


Can Serve as Liaison Officers 


“Since each of us is anxious to be of 
the greatest possible value to the com- 
it is fortunate the re- 
sponsibilities of the medical director do 
not end with the application of his 
technical knowledge to the sclection of 
individual risks. Equally interesting 
and possibly important are the oppor- 
tunities of education and promotion of 
a better understanding between our 
home offices and our field forces. With 
mortality savings the chief source of 
profit in practically all companies, we 
should be in a position to make in- 
creasingly important contributions to 
our respective companies. 

“Surely it would be tremendously 
helpful if we could see ourselves 
through the eyes of our salesmen. In 
what ways would they have us change 
and what constructive criticism Tbave 
they to offer? As one outstanding 
agent expressed it, no matter how many 
people he may see or how hard or in- 





telligently he may work, his ability to 
deliver policies to his prospects rests 
chiefly with the selection department at 
the. home office. We determine the 
amount that can be issued, consequently 
the size of the salesman’s income, and 
to no small degree make or break the 
morale of each individual agent. 


Frowns on “Cracking Down” 


“If it is true, as this salesman sug- 
gests, that each of us may be the de- 
ciding factor in determining the success 
or failure of hundreds of high-grade 
men, our work can never become rou- 
tine. Successful salesmen find it a help 
to have some conception of home of- 





fice underwriting procedure and usually 
are anxious to increase their store of 
knowledge. They know it is more pleas- 
ure and usually more profitable to con- 
form to home office regulations; and it 
is my firm belief that lack of coopera- 
tion on their part or even violation of 
company rules is due in most instances 
to their ignorance of the underlying 
principles that make the rules neces- 
sary. If this is true the solution is not 
in a policy of ‘cracking down’ but 
rather in a program of education. 
“Probably it would shock us if we 
could learn the number of our agents 
who still believe our chief interest is in 
finding reasons for declining risks. Not 





infrequently our section meetings with 
their emphasis on the seriousness of 
various impairments, instead of stress- 
ing ways of salvaging applications, 
have further served to strengthen this 
mistaken impression. The anchor is a 
necessary part of a ship’s equipment 
but common sense tells us that if it 
drags continually the ship will make 
little progress.” 


Statistics Not All-Sufficient 


Dr. Johann then touched on the part 
that the medical examiner plays in life 
insurance saying: “Statistics on non- 
medical insurance notwithstanding, 
there is no substitute for careful ex- 








Tuts YOUNGSTER’S SET FOR A GOOD 
START ... He looks like a winner! 


Boys and girls whose fathers own life insurance under a John 


Hancock readjustment income plan can feel assured that they, too, 


will have a good start in life. 


Our field representatives declare that the company’s national 


advertising, and the complete kit of tools made available to them, 


help immensely in selling this attractive plan to fathers. 
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aminations by capable, honest and loyal 
examiners.” 

Dr. H. W. Cook, vice-president and 
medical director Northwestern National 
Life, in bringing greetings from the 
Association of Life Insurance Medical 
Directors, of which he is president, said 
that while medical directors of life 
companies should treasure the tremend- 
ous help that accurate _ statistical 
analyses have given them they should 
not forget that sound medical judgment 
and discriminating judgment still have 
a prominent part in life insurance medi- 
cine. 

Chairman Johann appointed as mem- 
bers of the nominating committee: Dr. 
James Montgomery, medical director 
Southland Life; Dr. J. R. Neal, medical 
director, Alliance Life; and W. T. Mc- 
Naughton, medical director, Old Line 
Life of America, Milwaukee. 

The address of Dr. H. M. Marvin, 
associate professor of medicine at Yale, 
“Some Aspects of Cardio-Vascular Dis- 
ease,” was deemed one of the finest con- 





tributions in the section’s history. Dr. 
H. Clive McAlister, associate medical 
director Lincoln National Life, and Dr. 
H. H. Shook, medical director Ohio Na- 
tional Life, discussed this paper. 

The symposium on double indemnity, 
participated in by Dr. M. C. Wilson, 
medical director accident and group de- 
partment Travelers; D. J. Reidy, assist- 
ant secretary Guardian Life, and Lee N. 
Parker, president American Service Bu- 
reau, and the paper on attending phy- 
sician’s statement presented by Dr. L 
H. Lee, medical director Pacific Mutual 
Life, created great interest among the 
medical men. 

A dinner-dance was held, preceded by 
a reception in honor of Dr. and Mrs. 
A. E. Johann and Dr. and Mrs. B. F. 
Byrd. Dr. Byrd is assistant medical 
director National Life & Accident. 
There also was an entertainment pro- 
gram for visiting ladies, including a bus 
ride to Natural Bridge, Va. 

There was a clinic on problem cases, 
those presenting problems cases for dis- 
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at 131%. 
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Six years ago the Great Southern 


solely through the increased effective- 
ness of its field men. 


Today, in comparison, Great South- 
erners have increased their cumula- 
tiveness 189%; individual production 
stands at 157%; and volume per sale 


Great Southerners are first carefully 
selected, then intensively trained and 
intelligently guided. 


Great Southerners are a credit to the 
institution of life insurance and the 
boast of their chosen company. 


We need more men like these. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


growth achieved 


Home Office 
Houston, Texas 








cussion being: J. H. Ready, medical 
director General American Life; A. R. 
Stone, medical director Midland Mutual 
Life; R. C. Voss, assistant medical 
director Pan-American Life; Albert Sea- 
ton, medical director American United 
Life; Charles R. Henry, medical direc- 
tor Provident Life & Accident, and J. 
R. B. Hutchinson, medical director 
Acacia Mutual Life. 

In the golf tournament, over which 
Dr. H. W. Cook, Northwestern Na- 
tional, as usual presided, Dr. J. M. Liv- 
ingston, medical director Mutual Life of 
Canada, shot a hole-in-one on the 165- 
yard No. 6 hole. 

This was the first hole-in-one made 
in the history of the Medical Section’s 
golf tournaments. Dr. Livingston tied 
with Dr. W. B. Aten, medical director 
Security Mutual Life of Binghamton, 
N. Y., for low gross total score for doc- 
tors for the two days of the golf tourna- 
ment, and in a toss for the silver cup 
was the winner. Permanent possession 
of the trophy will be decided by a spe- 
cial 18-hole match between Dr. Livings- 
ton and Dr. Aten at the section’s next 
annual meeting. 


Results in Golf Match 


L. J. Kalmbach, vice-president Lin- 
coln National Life, turned in low net 
and low gross for all competitors, with 
71 the first day and 73 the second. Dr. 
J. R. Neal, medical director Alliance 
Life, won net for doctors. Other win- 
ners were: Second flight, Dr. A. S. Irv- 
ing, medical director Colonial Life; 
Flight Three, Dr. R. R. Oglevie, medical 
director American Savings Life; Flight 
Four, Dr. W. F. Blackford, medical 
director Commonwealth Life; Flight 
Five, R. E. Fletcher, board chairman 
Recording & Statistical onones 
New York; Flight Six, Dr. J. Neal; 
Flight Seven, J. C. Barnsley, proce 
Guardian Life; Flight Eight, Dr. J. T. 
Bowman, associate medical director 
London Life; Flight nine, Dr. S. 
Scholz, medical director Penn Mutual 
Life; Flight 10, Dr. J. Hundley, medical 
examiner Pacific Mutual Life; Flight 
11, W. B. Warnell, special representa- 
tive Retail Credit Company; Flight 12, 
H. A. Chaffee, Hooper-Holmes Bureau, 
New York; Flight 13, Lee N. Parker; 
Flight 14, Dr. D. S. Pulford, associate 
medical director California-Western 
States Life. 


Companies Contribute Prizes 


Companies that contributed prizes for 
the golf tournament included: American 
Service Bureau, Retail Credit Company, 
Lincoln National Life, Recording & 
Statistical Corporation, North American 
Reassurance, Great Southern Life, Alli- 
ance Life, Bankers Life, Pan-American 
Life, Acacia Mutual Life, Great-West 
Life, and Northwestern National Life. 

An interesting exhibit was models of 
normal and abnormal hearts prepared 
by J. D. Spillane, using the Palmer 
method. All were life-size and showed 
the true relationship of various parts of 
the hearts. These models and sets of 
photographs included in the exhibit were 
made available by the American Heart 
Association of New York. 





Missouri Lays Plans to Tax 
O’Malley and Pendergast 


JEFFERSON CITY, MO. — The 
state has set in motion machinery to 
collect approximately $5,000 in income 
taxes from R. E. O’Malley on the for- 
mer insurance superintendent’s share .of 
the Missouri rate case settlement. It was 
indicated by the state auditor’s office 
that an income tax would be levied 
against T. J. Pendergast on the $315,000 
he received from the settlement. 

A conference between Mr. Smith and 
counsel for Pendergast will be held in 
Jefferson City within a few days to de- 
termine how much state income tax 
Pendergast owes. 





Thomas A. Webb, ‘Cranston, has been 





appointed an examiner in the Rhode 
Island insurance division. 





American Mutual Life Names 
Two New General Agents 





M. O. Monroe has been appointed 
general agent of the American Mutual 
Life of Des Moines 
for Sioux City, Ia., 
and __ surrounding 
territory, with 
offices at 521-523 


After 13 years with 
the U. S. Depart- 
ment of Agricul- 
ture as county 
agent and exten- 
sion director, Mr. 
Monroe entered life 
insurance in 1931 
with the Equitable 
Life of Iowa at Le 
Mars, and later at 
Sioux City. Since 1936 he has been 
district agent of the Massachusetts 
Mutual Life at Sioux City. 

L. G. Eyman is appointed general 
agent for Galesburg, IIl., and vicinity. He 
is a veteran in life insurance and pre- 
viously served the American Mutual 
Life as general agent at Quincy, IIl., for 
several years. Offices are being opened 
at 519-A Bondi building in Galesburg. 





M. O. Monroe 





Companies Buying 


More Governments 


NEW YORK-—Life companies’ port- 
folios have shown a substantial increase 
in government bond holdings for the 
first half year according to the latest 
figures and estimates available. The 
federal “Survey of Current Business” 
shows that life company investments in 
government bonds were $68,000,000 
greater the first three months of this 


year than they were for the correspond- - 


ing period of 1938. The first three 
months of 1938 showed a decrease in 
government holdings amounting to $11,- 
600,000. In addition to these figures, 
however, it is known that there has also 
been a big increase in government hold- 
ings the last three months, particularly 
in April. Lack of investments elsewhere 
offering a satisfactory yield continues to 
be the principal reason for buying gov- 
ernments. 





Receiver for N. J. Association 


NEWARK — Vice-chancellor Berry 
has appointed R. V. Stein of Elizabeth, 
N. J., receiver for the United Workers 
Sick & Death Benefit Fund. The ac- 
tion was brought by Attorney-general 
Wilentz, who charged the association 
was not licensed in New Jersey. The 
association, which is a “not for profit” 
organization, admitted that it was “actu- 
arily insolvent.” It had a number of 
offices throughout New Jersey and 
about 2,000 members. 


CONVENTION DATES 


Law Section 
Veterans 








July 10-12—Insurance 
American Bar Association, 
Building, San Francisco. 

July 12-18—National Negro Insurance 
—— Los Angeles. 

Aug. -18—National Fraternal Con- 
gress, tation Hotel, Detroit. 

Aug. 21- 24—-Canadian Provincial In- 
surance Superintendents, Mt. Royal 
Hotel, Montreal. 

Aug. 28-30—Federation of Insurance 
a aaa Westchester Country Club, Rye, 
N 


Aug. 30-Sept. 1—International Associa- 
tion of Insurance Counsel, Homestead 
Hotel, Hot Springs, Va. 

Sept. 11-13—International Claim Agen. 
Westchester Country Club, Rve, N. 

Sept. 14-16—Institute of Home Office 
Underwriters, Kansas City, Mo. 

Sept. 27-29—Life Office Management 
Association, annual meeting, Hotel New 
Yorker, New York. 

Sept. 27-29—National Association of 
Life Underwriters, Jefferson Hotel, St. 
Louis. 

Oct. 1-3—Insurance Advertising Con- 
ference, Statler Hotel, Boston. 

Oct. 2-6— American Life Convention, 
annual meeting, Edgewater Beach Hotel, 
Chicago. 

Oct. 16-18—Life Advertisers 
Hotel Statler, Detroit. 


Assn., 


Badgerow building. . 
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Inspection Reports 
on Refugees Poor 


Agencies Stymied by 
Racial Prejudices in Appli- 
cants’ Native Countries 


NEW YORK—As more and more of 
the refugees from Germany and Austria 
complete the usual one year residence 
time requirement for eligibility for life 
insurance, the virtual impossibility of 
getting reliable inspection information 
from abroad is making itself felt. This 
is no reflection on any of the inspection 
agencies but is due solely to the present 
situation in Germany and Austria. 

Any sources of information which cor- 
respondents of American inspection 
companies might ordinarily tap are 
either silent or made completely unre- 
liable by the existing political, racial, 
and religious conflict that is going on. 
Since most of the refugees are Jewish, 
any request for information from a pro- 
Nazi source would be violently deroga- 
tory. On the other hand, information 
from Jewish sources would presumably 
be colored in favor of a co-religionist 
or, if the source of information suspected 
the inspector of being a Nazi informer, 
the data probably would not be forth- 
coming at all or else would be aimed 
primarily at keeping the giver of the 
information out of trouble rather than 
giving an accurate answer. 

Most life companies insist on any- 
where up to a year of residence in this 
country as an indication of an intention 
of remaining here permanently. While 
most of the refugees would be unlikely 
to return to Germany or Austria, there 
is frequently a chance that because of 
family ties or other reasons they might 
return, in which case their situation 
would make them extremely poor life 
insurance risks. Also, except in cases 
where refugees are definitely settled in 
apparently permanent occupations in 
this country, there is danger that they 
will move to other countries, though not 
Germany or Austria. 





Life Advertisers Meeting 


Oct. 16-18 are the dates selected for 
the annual convention for the Life Ad- 
vertisers Association, which is to be held 
in Detroit at the Statler Hotel. Harry 
V. Wade, vice-president American 
United Life, has_ been chosen as pro- 
gram chairman. ma is now formulating 
preliminary plans. . Wade has been 
an active member or “number of years. 
The association is in a flourishing state, 
its company memberships now number- 
ing nearly 120, and its individual mem- 
berships totalling 160. During the year, 
successful regional meetings have been 
held in the east, south and north central 
sections, as a result of which several 
new company memberships were se- 
cured. John McCarroll, Bankers 
Life of Iowa, is president. 


Will Seek 1940 Convention 


The Cleveland Life Underwriters will 
make a big demonstration at the St. 
Louis convention of the National Asso- 
ciation of Life Underwriters in the ef- 
fort to secure the 1940 convention in 
its city. The Cleveland contingent made 
its first movement at the Houston con- 
vention and then reinforced it with an 
active campaign at the mid-year meet- 
ing in Louisville. 


Mutual Life’s Campaign 


During July and August the Mutual 
Life of New York is continuing its na- 
tional advertising series. The current 
advertisement entitled “Time Out for 
America’s Vacation” is scheduled to ap- 
pear in magazines with a selective cir- 
culation of more than 4,500,000. As in 
the past, the primary purpose of the 
Mutual Life’s advertising is to provide 
an introduction by the company of the 
agent to a specific group of prospects. 





In the present instance the group is 
that which at this time of year is par- 
ticularly “vacation minded.” In addition 
to the magazine advertising itself, the 
Mutual Life offers its agents a series of 
field service helps. A mail and call card 
enables the agent to circulate the ad- 
vertisement over his own name. He is 
also provided with a visual seller for 
use during the interview. In addition, 
there is an educational leaflet explain- 
ing the campaign. 





McKee Leaves Iowa Department 
DES MOINES — Robert McKee, 


chief examiner of the Iowa insurance 
department, has resigned to become au- 
ditor of the State Automobile Insurance 
Association. He has been with the in- 
surance department for eight years, 
starting as field examiner. He was ap- 
pointed chief examiner in 1937. 

Commissioner Fischer has not yet 
named a successor. 





Arranging Women’s Program 


Miss Helen M. Summy, Equitable So- 
ciety at St. Joseph, Mo., chairman of the 
Women’s Quarter Million Dollar Round 
Table of the National Association of 
Life Underwriters, is now rounding out 
the program for the annual convention 
in St. Louis. She hopes to qualify 50 


members this year. Miss Summy has 
obtained a list of all who promise to be 
eligible. The program will be unusu- 
ally interesting. 


IN TABLOID 


James R. Pitcher has been appointed 
assistant divisional group manager of 
the Equitable Society with headquarters 
at Philadelphia. He will direct group 
sales activities in the middle Atlantic 
states, including agencies in eastern 
Pennsylvania, Wilmington, Baltimore 
and Washington. Mr. Pitcher went with 
the Equitable’s group department in 
1927, and was service supervisor in the 
greater New York division until three 
years ago when he was transferred to 
Philadelphia. 

Bernard A. Haas, brokerage supervi- 
sor Kee agency Mutual Life of New 
York in Brooklyn, and Miss Libby Si- 
mon of Brooklyn were married July 2. 
They will reside in Brooklyn. 

Harold J. Fett, manager of the New- 
ark, N. J., agency of the Mutual Life of 
New York, will leave on August 4 for 
Grand Isle, Vt., where he will spend the 
entire month. He will celebrate his 
thirty-first anniversary of service with 
the company on August 26. 

Following adjournment of the annual 
convention of the National Association 














Completes 18 Years of 
App-A-Week Production 


By completing 936 consecutive 
weeks of production June 29, 
O. W. Veth of the White & Odell 
agency, Minneapolis, extended to 
18 years his record of membership 
in the App-A-Week Club of 
Northwestern National Life. Mr. 
Veth, who is the company’s 
“champion App - A - Weeker” be- 
cause of his longtime leadership of 
the group, has qualified regularly 
since 1921. In recognition of this 
achievement he was presented 
with a check for $130. 








of Insurance Commissioners at San 
Francisco, Superintendent L. H. Pink 
of New York and Mrs. Pink, will spend 
the vacation period sight-seeing on the 
west coast and intermediate points, Mr. 
Pink planning to return to his New 
York Ciy office about the middle of July. 

Frederick H. Shuler, manager group 
department Aetna Life in Little Rock, 
was married to Miss Mary Elizabeth 
Gardner of that city. They went on a 
trip to California. 











time. 
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Thanks, Pilot 


For your splendid production in the last twelve months, 








making possible a 6% gain of insurance in force in that 


This enlarged volume of quality business is a monu- 
ment to your intelligent and aggressive sales methods. Be- 
cause of your achievements, Pilot policyholders now own 
a total of $133,452,274 of protection—an all-time high. 


» PILOT LIFE 
INSURANCE COMPANY “ 


Emry C. Green, President 


Greensboro, North Carolina 
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Old Line Life Holds 
Agency Convention 





(CONTINUED FROM PAGE 3) 


officers met at Lawsonia just out of 
Green Lake, Wis. 

Outstanding program events included 
the unusually solemn and stirring ritual 
of initiation of new members to the Star 
Leaders Club at the banquet and the 
Dramatized Sales Clinics. Opening the 
convention, John T. Reilly, president, 
said that paid business of June 1, 1939 


exceeded business during the same 
period of 1938 by 24 percent. On the 
subject of “What Lies Ahead” Mr. 


Reilly said: “Life insurance has grown 
and will continue to grow because it 
performs a service for which there is 
no substitute.” 

On April 16, 1930 the Old Line Life 
came into business, being the brain- 
child of the late F. Fry, former presi- 
dent. Since then the company has en- 
joyed a steady growth, writing life, 
health and accident insurance. Most of 
the present officers are old employees. 
Both W. J. Moore, secretary and M. F. 
Ryan, treasurer, started in at clerical 
jobs. President Reilly as a C.P.A. did 
accounting work with the company in 
early days, became secretary-treasurer, 
then vice-president, and now president. 
P. A. Parker, agency director, started 
in as a clerk in the office, became an 
agent, then general agent, then came 
back to the home office as assistant 
secretary then secretary, then agency 
director. 

With $80,000,000 of life insurance in 
force the company writes noni-partici- 
pating business only on the 3% percent 
basis. It operates chiefly in Minnesota, 
Iowa, Wisconsin, Illinois, Ohio and 


Michigan, but is licensed in 11 states. 

C. H. Davis, manager for eastern rail- 
road department of the Pacific Mutual, 
spoke on accident and health. He said 





than an agent who would write accident 
and health premiums of $55 a week for 
four years would then have an income 
of $250 a month by merely replacing 
lapsed) business. He complimented the 
Old Line Life for a policy which pays 
for loss of time in a particular vocation 
for five years. 

“Every three and a half seconds there 
is a new hospital patient in this country, 
and the average loss of time is twelve 
and one-half days.” From ages 25 to 
65 the average person is disabled 9.9 
days per year. Seventeen persons suffer 
an accident and fifty-one persons be- 
come sick every minute. 

Other speakers included H. A. Wood- 
ward, manager of the accident and 
health department; A. R. Jaqua, asso- 
ciate editor of “Diamond Life Bulle- 
tins”; “Dusty” Miller, editor of Wil- 
mington, O., and several company ofh- 
cers. 


Star Leaders Club 

Almost every life company has one 
or more clubs, with varying require- 
ments for membership by agents. High 
club in the Old Line Life is the Star 
Leaders Club requiring $2500 in pre- 
miums for membership. There were 26 
members this year, the average was 
$3600 in premiums and these 26 mem- 
bers pay for 20 percent of the business 
in the company. Worthy of special note 
was the dignity and dramatic quality of 
the Star Leaders Club banquet at which 
F. W. DuBose, president 1938-1939, gave 
way to high producer and therefore 
1939-1940 President J. R. Roest. 

With all of the lights dark in the 
dining room except a large star back of 
the speakers table at which sat all mem- 
bers of the club, President Roest called 
the new members before him and read 
to them a solemn charge to work for 
the best interests of their clients, their 
company and themselves. The whole 
proceeding was similar to the ritual at 
secret societies and fraternities, and was 
most impressive. It demonstrated the 
value of drama, good showmanship, and 











Having built confidence, through performance, we 
enjoy close contact at the source of the better mort- | 
gage offerings and are thus able to secure first choice 
on many of the most desirable loans. 

This is of particular value to a Company desiring 
to enter the lending field in the metropolitan area of 
New York but whose home office location does not 
permit of a thorough knowledge of active conditions 


in this territory. 


We also maintain complete facilities for appraising 
properties and servicing loans. 
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Life Policy Is Found 
to Be Indestructible 


ANOKA, MINN.—Life insur- 
ance policies have been credited 
with doing many _ remarkable 
things and one of them came to 
light this week. During the recent 
tornado in this own the wind 
picked up a $1,000 life insurance 
policy and its owners gave up all 
hope of finding it again. But the 
other day a resident of Hinckley, 
Minnesota, 50 miles away, found 
the policy, soiled and slightly torn 
but otherwise not damaged. It 
was returned to the owner at 
Anoka, 








suggests that there is often not enough 
“good theatre” at the ordinary cut and 
dried conventions or banquets. 

First vice-president of the Star Lead- 
ers Club is J. L. Fox of Fond du Lac; 
second vice-president is F. J. Voight 
of Watertown, Wis. 


Dramatized Sales Clinics 


Another innovation was a morning of 
playlets or dramatic episodes. First a 
speaker would give a five or six min- 
ute talk for example, on “Work Habits.” 
Then there would be a dramatization of 
the theme of the “before and after” 
variety. Two agents would come into 
an agency room and discuss stocks, poli- 
tics and poodle dogs. Then the scene 
would shift and two other agents would 
enter each with well filled appointment 
sheets and a well planned days work. 

The dramatization developed histri- 
onic ability among the cast that greatly 
pleased the audience. Roy C. Millar, 
field superintendent, was both author 
and producer of the entire show. The 
final scene was a courtroom skit at the 
trial of an agent who had failed to put 
the proper settlement options on a 
policy. Villain of the cast throughout 
was Ervin L. Jung, star leader of Mil- 
waukee. 

“Dusty” Miller, philosopher and ora- 
tor from Wilmington, O., spoke on the 
philosophy of living. 

The concluding speech of the pro- 
gram was given by P. A. Parker, agency 
director on the subject “Go” and as he 
finished his talk a stop and go light 
was unveiled with the green light 
shining. 


Indiana Hand dock 
for 1939 Published 


The Underwriters Hand-Book of In- 
diana for 1939 has been published by 
THE NATIONAL UNDERWRITER. This new 
edition is complete in all respects and 
gives the user the up-to-date data on 
Indiana insurance-wise. 

The Indiana Hand-Book gives the 
complete list of agents in Indiana li- 
censed by the insurance department, the 
companies they represent, members of 
the agency, address, date established 
and other business done, if any. The 
agents names are listed alphabetically 
by cities and towns so that anyone 
wanting complete information on insur- 
ance in one town has all the data in 
one place. 

Another section lists all the insurance 
companies licensed to operate in the 
state, their officers, financial statements, 
home addresses and names of their 
field men, general agents or managers. 
Separate sections give fire, field men 
and casualty and life general agents and 
managers alphabetically for easy cross- 
reference. Also given in the “Record of 
Insurance in Indiana” which shows fire 
companies’ premiums and losses for five 
years with a classification of 1938 busi- 
ness, casualty companies’ premiums and 
losses for two years classified by lines 
written and life companies’ insurance 
paid for and in force for six years. 

Other features of this new book are: 
Resume of the insurance laws of the 


state, town classification for fire protec- 
tion, a showing of the special lines writ- 
ten by the various companies, lists of 
local and national insurance organiza- 
tions together with officers and ad- 
dresses, lists of attorneys specializing 
in insurance work, insurance adjusters 
and many other valuable bits of infor- 
mation. 

This is the oldest state insurance 
hand-book in’ the west, the first edition 
having been issued in 1891. It covers 
all branches of the business-fire, cas- 
ualty and life, stock, mutual and reci- 
procal and gives information on many 
insurance organizations which are found 
in no other reference book. To those 
interested in Indiana from an insurance 
standpoint it is indispensable. 





‘Information Please” Feature 


An “Information Please” program has 
been announced by Sam R. Hay, Jr., su- 
perintendent of agencies, as a feature of 
the annual agency convention of Protec- 
tive Life of Birmingham. Agents them- 
selves are being invited to submit ques- 
tions and answers for a bunch of experts 
to answer and those accepted will be 
paid for at 50 cents each. A question 
that stumps the experts will bring the 
agent submitting it $1 instead of 50 cents. 


Georgia Fraud Probe Closed 


ATLANTA, GA.—Hoyt Davis, U. S. 
district attorney, announced investiga- 
tion of an alleged wholesale insurance 
fraud in Hancock county, Georgia, had 
been closed, and charges against the last 
six of 14 defendants had been dismissed. 
Of the fourteen, seven previously were 
fined from $500 to $2,500 each, and one, 
J. M. Holmes, insurance agent, of Sparta, 
Ga., was acquitted. Postoffice inspectors 
had charged insurance policies were is- 
sued to ineligible persons, and when 





the policyholders died the insurance was | 


collected by the defendants, who, it was 
charged, had been paying the premiums. 
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Union Mutual Brings 
Out New Contracts 


Announcement Is Made 
at Annual Agents Con- 
vention at Lake Kezar, Me. 


A. whole life policy providing double 
protection to age 60, a complete line 
of annuity contracts ‘and a number of 
new single premium policies were an- 
nounced by the Union Mutual Life of 
Portland at the concluding session of 
its convention held at Lake Kezar, Me., 
last week. In addition, it was announced 
the company will discount, not to exceed 
10 annual premiums paid in advance, at 
214 percent, and that effective Aug. 15 
all juvenile applications up to $2,000 will 
be accepted on non-medical basis in 
states where this is permitted. 

These announcements were enthusi- 
astically received. The Union Mutual 
in the past has been issuing annuities 
only in the most limited way. Its new 
setup provides the agency organization 
with an assortment of annuity contracts 
that is complete and representative. 


Policyholder’s Service Report 


Glenn A. Stearns, agency superviser, 
discussed the policyholder’s service re- 
port which a number of Union Mutual 
agents have been using successfully. 
Hugh L. Walker, manager at Syracuse, 
explained the way he presents the report 
and the results he has been getting. He 
described it as a low pressure method of 
selling. It is a survey of the policy- 
holder’s existing insurance with recom- 
mendations for changes. 

R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 
who was one of the featured speakers, 
said it has become obvious that the 
monopoly committee which is investi- 
gating life insurance in Washington does 
not want to hear anything but one side 
of the story. He predicted the report 
it will issue will be so prejudicial that 
no legislation harmful to life insurance 
will result from it. ‘The investigation,” 
Mr. Hull said, “is supposed to be an 
objective one, but witnesses are not per- 
mitted to state anything favorable to life 
insurance.” 


Award “Irish Month” Prizes 


President R. E. Irish distributed the 
prizes for the business written during 
the April contest known as “Irish 
Month.” J. H. Baker, manager at De- 
troit, who has been with the company 
since 1921, wrote the largest number of 


lives, W. H. Bennett, San Juan, Porto 
Rico, was the leader in volume. After 
the distribution of prizes, J. J. Letts, 


Buffalo. manager, presented Mr. and 
Mrs, Irish a portable radio, the occasion 
being their 16th wedding anniversary. 
At the final session, Henry J. South- 
ern, Jr., assistant secretary, discussed 
underwriting problems. Wadleigh B. 





Drummond, chairman of the Doard, 
spoke on the company’s investment 
policies and Carleton G. Lane, assistant 
secretary, gave detailed information re- 
garding the financial setup. 


Other Features of Program 


Lyman C, Baldwin, agency superviser, 
distributed considerable new material 
relating to juvenile insurance which the 
Union Mutual features. A number of 
interesting booklets and mailing pieces 
have just been prepared. Henry T. 
Cook, manager at Providence, outlined 
his method of writing juvenile business. 
A. Thomas Lehman, vice-president and 
actuary, explained the new double pro- 
tection to 60 policy and the other new 
contracts. Roy E. Lounsbury, super- 
viser of agencies, gave a sales talk on 
the double protection contract and pro- 
gramming sales plans were described by 
F. Arthur Tucker, manager at Philadel- 
phia, and others. 

Double Protection Contract 


(Premium Rates) 


16 $26.43 28 $32.32 40 $42.37 
17 26.82 2 32.96 4 43.4 
18 27.22 30 33.63 42 44.67 
19 27.64 31 34.33 43 45.90 
20 28.07 32 35.07 °44 47.20 
21 28.53 33 35.84 45 48.55 
22 29.00 34 36.65 46 49.97 
23 29.50 35 37.49 47 51.45 
24 30.01 36 38.38 48 52.99 
25 30.55 37 39.31 44 54.60 
26 31.11 38 40.28 50 56.25 
27 31.70 39. 1.30 


(Div idend Scale) 


Age at Accu. 
Issue i 5 10 15 20 20 Yrs. 
16 $4.92 $5.23 $5.72 $6.29 $6.92 $153 
20 5.04 5.42 5.98 6.6 7.2 16 
25 5.23 5.70 6.41 6.98 7.75 169 
30 5.50 6.10 6.69 7.50 8.62 180 
35 5.82 6.33 7.18 8.36 10.05 196 
40 6.05 6.78 8.04 9.81 12.12 220 
45 6.52 7.64 9.53 11.95 8.63 229 
50 7.50 9.16 11.74 8.59 10.58 243 


The double protection policy provides 
$2,000 of protection per unit to age 60, 
and $1,000 thereafter. 

The Union Mutual now has a com- 
plete line of single premium policies, 
including life, ages 5 to 65, inclusive; 
endowment at age 65, ages 5-55; endow- 
ment at 18, ages 5-8, and 10, 15 and 20 
year endowments for ages 5-65 at issue. 
The company also now is issuing single 
premium life annuity without refund, 
with instalment refund or with cash 
refund, single premium joint and last 
survivor annuity without refund, and 
annual premium retirement annuity and 
also the latter contract with disability 
waiver of premium rider. 





Murray Is Nebraska Chief Clerk 


LINCOLN, NEB. — H. J. Murray, 
formerly state treasurer of Nebraska, 
has succeeded Mrs. Mary A. Fairchild 
as chief clerk of the Nebraska insurance 
department. Mrs. Fairchild served more 
than 25 years in the office, having been 
commissioner for more than two years 
in the ’20s. 





The Federal Life Inner Circle Club 
will have its meeting at the Barbizon 
Plaza Hotel in New York City the week 
of Aug. 21. 





Continuing Our Expansion in Texas and New Mexico 


LIFE MANAGER WANTED 


overwriting bonus, top 





Salary, commission on 


renewals and expense allowance = an yen con life insurance represen- 
tative capable of recruiting and training a group of high grade men. Com- 
pany has operated in Texas more than 25 years. 
program now being planned, including ‘re-entry into New Mexico. Connection 


ggressive expansion 


line of Par and Non-Par 





offers recruiting advantage of 


ence, age, marit 
qualifications. 





Life; Investment Bonds; Group A & H; Hospitalization: and both Commercial 
and Monthly premium Accident & Health. 
listed below write Agency Department, California-Western States Life Insur- 
ance Company, Sacramento, California, outlining your life insurance experi- 
al status, paid production past three years and other 
Applicant must have clear record. 


An Unusual Opportunity in the Great Southwest 


Abilene El Paso New Mexico 
Austin Waco Albuquerque 
Beaumont Wichita Falls Santa Fe 


If you reside in any of the areas 


Surety Bond required. 











New Treasurer 








JAMES L. MADDEN 


NEW YORK-—J. L. Madden, third 
vice-president Metropolitan Life, has 
been elected treasurer of the American 
Management Association. He was for- 
merly a_ director. Vice-president in 
charge of the A. M. A. insurance divi- 
sion is R. H. Blanchard, professor of 
insurance Columbia University, whose 
nomination was announced at the annual 
insurance conference in May. 

New directors who are insurance 
men include John A. Stevenson, presi- 
dent Penn Mutual Life, and J. 
Nickell, insurance manager Philadelphia 
Electric Company, 








National Negro Life 
Group to Convene 


Representatives of about 40 Negro 
insurance companies throughout the 
United Sates will convene in Los An- 
geles for the annual session of the Na- 
tional Negro Insurance Association July 
12-14. The Golden State Mutual Life 
of Los Angeles, will be host, with Wil- 
liam Nickerson, Jr., president-manager, 
officiating. 

L. C. Blount, Great Lakes Mutual 
Life, is national president. Sessions will 
be held in Elks Temple. A great public 
meeting is planned for the night of July 
12, with George A. Beavers, Jr., vice- 
president and director of agencies 
Golden State Mutual, presiding, and J. 
L. Lewis, general counsel and vice- 
president Afro-American Life and gen- 
eral counsel N. N. I. A, as chief 
speaker, on the subject “Negro Invest- 
ments and Their Effect Upon His Social 
and Political Growth.” 


Mayor to Extend Greetings 


Greetings from city and state, as well 
as the host company, will precede the 
principal speaker. Mayor Bowron -will 
welcome delegates and Deputy Com- 
missioner H. F. Risborough is to repre- 
sent the California department. 

This will be the first session of its 
kind among Negroes on the Pacific 
Coast. There will be addresses, forums 
and discussions on basic company prob- 
lems. The entertainment committee 
headed by N. O. Houston, secretary- 
treasurer of the host company, has pro- 
vided an interesting schedule of enter- 
tainment, with P. Johnson, vice- 
president, in charge of housing. 

Among officers of the association are: 
C. L. Townes, vice-president and secre- 
tary Virginia Mutual Benefit Life, sec- 
retary; Asa T. Spauldng, assistant sec- 
retary and actuary North Carolina 
Mutual Life, actuary; M. S. Stuart, vice- 
president and general manager Uni- 
versal Life, historian, and Miss Mamie 
Hickerson, statistician Supreme Liberty 
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It's a Stopper, says Tide Magazine of 
Bankers Life May magazine advertising 
headline which read: 


If You Care for Your Wife... 
Care for Your Widow 


Thus, another Bankers Life ad caption 
has won a place with the fifteen to eigh- 
teen advertising headlines selected each 
month by one of the outstanding publi- 
cations in the advertising and sales pro- 
motion world. Latest selection—Tide, 
issue of June 1, 1939—brings the total of 
Bankers Life advertising headlines to 
rate Tide's Stoppers column to five—a 
record for life insurance companies en- 
gaged in national magazine advertising. 
Other Bankers Life 
1935: 

What the Widow 
Told the Wife 


How Do You Rate 
As a Father? 

Kind to His Wife. . 
Cruel to His Widow 


Could Your Wife Afford 
To Be a Widow? 


“Stoppers” since 


—BLC— 


“Greatest sound I've heard since the 
depression!"’ declared an unidentified 
Chicago banker, in Des Moines recently 
for annual convention of the Iowa 
Bankers’ Association, as he listened to 
riveting hammers rat-a-tat-tatting on 
steel framework of rapidly progressing 
new million and a half dollar Bankers 


Life Home Office Building. 
—BLC— 


DDD stands for Double Duty Dollars, 
apt description of funds invested in life 
insurance premiums and widely publi- 
cized by Bankers Life through its na- 
tional magazine and direct mail adver- 
tising. New twist to DDD—authored 
by Bankerslifeman Frank Dickinson, 
Buffalo, N. Y., Agency Manager: 


“Mr. Prospect can’t dodge 
DDD—Death, Disability or De- 
pendent old age. He might dodge 
the sheriff but he can’t get away 
from one of the D's’."* 


—BLC— 


BANKERS LIFE 
PEs COMPANY 
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Responsibility for 


Tactics of the federal inquiry into life 
insurance by the Securities & EXCHANGE 
CoMMISSION and the TEMPORARY NATIONAL 
Economic COMMITTEE are apparently to 
ignore the vast social benefit of having 
a large amount of dife insurance in force 
even though the method of distribution 
may be somewhat more expensive than if 
the element of acquisition cost were vir- 
tually. eliminated. Always remembering 
that lapses, surrenders, and net cost should 
be kept at the lowest practicable figures, 
would it be to the advantage of the policy- 
holders and the public if life companies 
were to abandon the agency system and 
revert to a strictly over-the-counter basis? 
For the handful who would buy on that 
basis, the answer is of course obvious. 
But the answer is equally obvious in the 
case of those who should buy life insurance 
but would not if the matter were not 
brought to their attention by agents. 

Examiner GERHARD GESELL of the SEC 
niade quite a point of what he called high- 
pressure selling and overselling. It will be 
interesting to find out how many of those 
who lapsed or surrendered their policies 
could by any flight of fancy be regarded as 
having too much insurance. Why does the 
average person drop his insurance? Be- 
cause he wakes up to find that he has 
provided too large an income for his de- 
pendents or too great an income for his 
own old age? Perhaps—in one case in a 
million. ‘ 

In how many cases of lapse or surrender 
would the policyholder have failed to get 
together the necessary premium if he had 
been positive that he had less than a year 
to live? And yet nobody knows for cer- 
tain whether he will live even a year. If 
there is any high-pressure selling that is to 
blame for the lapse and surrender rate in 
life insurance it is not that of the agents. 
It is of course ridiculous to blame any 
salesman for the misuse that a grown man 
makes of his own money. But if there is 
anyone to blame for the failure of the aver- 
age policyholder*to pay his premiums when 
he should it is the merchandiser of such 
products as automobiles, electric refriger- 
ators, radios, dwellings, and other items not 
in the luxury class but on which the aver- 
age person spends far more than he should 


“Overselling” 


at the expense of his savings and insurance 
program. 

The average American spends his money 
in a delightfully unscientific way which 
seems incredible to thrifty foreigners. 
Probably he is farthest out of line on what 
he spends for automobiles. Life insurance 
is the one thing that he buys because he 
knows he should—the one transaction 
where he knows he is doing his duty as a 
man and not just buying something which 
will inflate his ego. 

For those who must drop all or a part of 
their insurance protection there can only be 
profound sympathy. But “must” is a word 
that should be used accurately. For the 
man who “must” drop his insurance be- 
cause he has flung his money about in 
typical unbalanced budget style, about all 
anyone can say is that he was so weak- 
kneed that a new car, a new fur coat for 
his wife, a better house, a new radio, or 
membership in the country club seemed 
more important than providing against the 
financial consequences of his death. 

Agents well know that any life insurance 
buyer has to be fully convinced before he 
buys. No man buys life insurance with- 
out being vividly aware that he is provid- 
ing meat and potatoes for his family in 
case he is not there to carry on. If he 
forgets his resolution it is hardly fair to 
blame the insurance agent. 

Granted that some creatures are so flabby 
that they should be protected from the 
persuasiveness of modern salesmanship, 
from whom should they be protected? 
The life insurance agent, who at best can 
sell the buyer enough to cover only a small 
part of his present income? Or those other 
merchandisers who corral the money that 
should go into life insurance? If there is 
any culprit—except the man who forgot 
what he owed his family—it is not the life 
insurance agent but the sellers of luxuries 
and of “necessities” which are really 
luxuries but have become so habitual that 
we unthinkingly place them ahead of our 
families’ sustenance. 

The life insurance business should never 
dodge the desirability of constant hammer- 
ing at the lapse problem. But it is not 
obliged to shoulder blame for “overselling” 
that belongs elsewhere. 


Value of Public Speaking Classes 


IN DIFFERENT insurance centers public 
speaking classes have been formed and 
conducted or coached by someone 
who has had considerable experience in 
that line, who is a discriminating critic, 


who appreciates the value of a person 
being trained so that he can think on 
his feet and talk readily without being 
bewildered or confused. The very fact 
that these young people are trained to 


do public speaking may be the chief 
motive in promoting a class of this 
kind. 

However, those who are close observ- 
ers realize that one of the greatest bene- 
fits comes from the fact that people 
who take these courses and get into 
the practical end, become far more 
easy in conversation. Therefore, their 
contacts with the public are more 
effective and pleasing. This is particu- 
larly true in the case where one be- 


comes a salesman or has to interpret in- 
surance to the public in different ways. 
A course of this character has im- 
proved the personal manners of pupils. 
Very often people are called upon to 
preside at meetings, to speak, to make 
extemporaneous remarks at gatherings 
and if they can do so it is a most satis- 
factory accomplishment. Young people 
should be encouraged to take courses of 
this kind, whether they expect to do 
much speaking or not. 








PERSONAL SIDE OF THE BUSINESS 





Miss Eleanor E. Leatherman, daugh- 
ter of J. P. Leatherman, general agent 
Continental Casualty and Continental 
Assurance at Lansing, Mich., was mar- 
ried to M. D. Porter of Blissfield, Mich. 
Both are graduates of Michigan State 
College. 

Three Union Central Indiana agen- 
cies, Indianapolis, South Bend, and Fort 
Wayne, will hold their annual outing 
at Lake Wawasee, July 8. The cup that 
is awarded to the agency writing and 
paying for the largest amount of busi- 
ness was won by the South Bend agency 
this year. A golf tournament will be a 
feature of the outing. 

Leo Burns, Union Central manager 
at Buffalo, N. Y., will take the members 
of his agency’s century club on a week’s 
outing at Fernleigh, Ont., starting July 
27. Membership in the club is condi- 
tioned on an annual production of $100,- 
000 and 15 men will make the trip with 
Mr. Burns this year. 

Hibbard Greene, with the Stamm 
agency of the Northwestern Mutual 
Life, Milwaukee, has been elected presi- 
dent of the Rotary Club there. 

Sidney Wellbeloved, co-general agent 
of the Williamson & Wellbeloved gen- 
eral agency of the Connecticut Mutual 
Life in Chicago, is showing a marked 
improvement from an illness which has 
kept him off the job for a year and a 
half. He is now recuperating at his 
home in Winnetka, IIl., and expects to 
be back at the office in the fall. 

The “Charter Party,” at Kansas City, 
Mo., reform political organization which 
has the immediate objective of a recall 
election to oust Mayor Smith and ‘most 
of the city council, has announced 16 
ward leaders. Of that number, four are 
insurance men. H. E. Kincaid, presi- 
dent of the Kansas City Life Under- 
writers Association, Mutual Benefit 
Life; T. L. Johnson, Equitable Society; 
M. K. Dubach, secretary Kansas City 
Insurance Agents Association, and 
Claude Cochrane, general agent, General 
American Life. 

E. R. Seese, group representative in 
Chicago for Metropolitan Life, is on an 
Alaskan cruise. He spent some time 
before sailing with C. C. Thompson, 
Seattle manager for Metropolitan. 

C. F. Collins, agency secretary of the 
New England Mutual, sailed last week 
on the “Normandie” for an extended 
tour in Europe. He is national president 
of Sigma Alpha Epsilon, the largest col- 
lege fraternity in the world, with 112 
active chapters and more than 40,000 








alumni. With Mr. Collins were a large 


group of SAE members and their wives. 
A comprehensive itinerary will take the 
party from England through Norway 
and Sweden to Denmark, and from there 
through a part of Germany to Holland, 
Belgium, and France. 

A feature of the trip will be a fratern- 
ity meeting conducted by President Col- 
lins at Andernach Castle on the Rhine. 
During the World War a group of 
SAE’s held an initiation in this famed 
old castle, and since then it has been 
one of the fraternity’s shrines. 

Among those on the good will tour 
to Alaska of the Seattle Chamber of 
Commerce were Irving Morgan, vice- 
president Northern Life; Stuart Thomp- 
son of the Thompson- -Elwell agency, 
and Mrs. Thompson and Guy C. Worth- 
ley, superintendent of agents for the 
John A. Whalley agency. 

W. C. Schuppel, agency head of Ore- 
gon Mutual Life, is expected back in 
Portland this week from an eastern 
vacation trip. He flew to Washington 
and was there during the visit of the 
king and queen of England. He dropped 
in at one of the SEC insurance hearings. 
In a new car he has been motoring 
westward. Oregon Mutual’s production 
is about 18 percent ahead this year. 

John R. Mage, Northwestern Mutual 
Life, Los Angeles, was married to 
Georgina H. Kelly, at Sands Point, 
Long Island, N. Y. 

Henry Mosler, who has just com- 
pleted his term as president of the Life 
Underwriters Association of Los An- 
geles, has left Los Angeles for a vaca- 
tion trip until Sept. 1 that will take him 
to New York City. 

Alford Gustafson, general agent of the 
Ohio State Life in Louisville, has been 
elected president of the Louisville Lions 
Club. 

R. R. Brown, vice-president and ac- 
tuary of the Oregon Mutual Life, and 
his son, Willis, are enthusiastic wrest- 
lers. They often engage in 2 friendly 
match. The father has given full in- 
structions to his son so that Willis is 
now a full fledged wrestler. 

Assurance that the territory surround- 
ing the magnificent home office struc- 
ture of the Massachusetts Mutual in 
Springfield, Mass., is to retain a char- 


‘acter befitting this building is now vis- 


ible in the rapidly rising Springfield 
Trade School which is being erected al- 
most directly across the street. The 
school is one of the largest and best 
equipped institution of the kind in the 
country and will serve the entire city of 
Springfield. A few years ago a boule- 
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vard running along one of the sides of 
the Massachusetts Mutual building was 
completed. Those driving east through 
Massachusetts to Boston on Route 20 
pass the Massachusetts Mutual building 
as they leave Springfield. 


DEATHS 


Arthur M. Kemery, 66, for 36 years 
associated with the Prudential at Co- 
lumbus, O., and superintendent when he 
retired in 1934, died after a long illness. 

W. S. Bagg, 70, in charge of historical 
research for the Massachusetts Mutual 
for a number of years, died suddenly, 
immediately after addressing the Bland- 
ford (Mass.) Historical Society meeting. 
In the service since 1908, and always in- 
terested in its history, he had collected 
an extensive display of old documents, 
photographs, and items of office equip- 
ment, all of which have played a role in 
the company’s progress since organiza- 
tion, and are now on exhibition in the 
department of archives at the home 
office. 

W. A. Compton, superintendent of 
agents of the Peoples Life of Washing- 
ton, D. C., died at his home in that city 
at the age of 60. He started as an agent 
in Washington in 1908. 

L. H. Martin, president of the Great 
States Life of Bloomington, IIl., died a 
few days ago. He was a prominent 
attorney in his city. His son, L. B. 
Martin, is secretary and is the operat- 
ing official of the company. 

Grover D. Davis, assistant to the vice- 
president in charge of the Penn Mutual 
Life’s agency affairs, died at Kansas 
City Monday morning at the age of 50 
years. While visiting the Wayne Clo- 
ver agency in that city he was taken 
ill with a heart ailment and removed to 
a hospital where his serious condition 
gave little hope of recovery. He is sur- 
vived by Mrs. Davis and their two chil- 
dren. 

The funeral ceremony was held on 
Wednesday afternoon at Torrington, 
Wyo., at Mr. Davis’ wish, his youth 
and early manhood having been spent in 
that state. A. E. Patterson, the vice- 
president, and E. P. Huttinger, agency 
secretary, attended, as did a number of 
Penn Mutual general agents, among 
them R. P. Banks of Cleveland, C. E. 
Eddleblute of Denver, and Wayne Clo- 
ver of Kansas City. 

Mr. Davis’ connection with the Penn 
Mutual began Oct. 1, 1928, as super- 
visor of the Illinois territory outside of 
Chicago of the F. H. Davis agency. He 
was a brother of the late Frank H. Da- 
vis, vice-president of the Penn Mutual, 
who then was a Penn Mutual general 
agent in Chicago. Assistant general 
agent in Denver April 1, 1929, was his 
next position. 

Removal to Philadelphia came when 
on Jan. 1, 1933, Mr. Davis was appointed 
a unit manager in the home office 
agency. Later in the year he was trans- 
ferred to the underwriting department, 
as manager of field research. That bu- 
reau was incorporated with the agency 
department in 1934, and Mr. Davis con- 
tinued as its manager until his appoint- 
ment as assistant to the vice-president 
in July, 1937. 

Suddenly stricken with a heart attack, 
John H. Vandiver, 40, auditor of the 
Volunteer State Life, died at his apart- 
ment early Sunday morning. He had 
been with the Volunteer State for 16 
years. A native of Rome Ga., he grad- 
uated from the University of Georgia 
where he was a star player on its foot- 
ball team. 











Wilson to Retire as Trustee 


J. Hawley Wilson, general agent of 
Oklahoma City for the Massachusetts 
Mutual Life whose term as trustee of 
the National Association of Life Under- 
writers is expiring, will not seek another 
term. Mr. Wilson who recently as- 
sumed his new position, wishes to de- 
vote all his time to his new work. 





Vice-President 








J. BALCH MOOR, Washington, D. C. 


J. Balch Moor, District of Columbia 
insurance superintendent, who has been 
elected vice-president of the National 
Association of Insurance Commission- 
ers, conducted a local agency in Texas 
representing 26 fire companies andi the 
Metropolitan Life for 10 years. He 
started shortly before the San Francisco 
fire of 1906. He entered life insurance 
exclusively in 1916 as agency director of 
the Southwestern Life of Dallas, re- 
maining in the service for five years. He 
continued with other companies in 
Texas as general agent. He was ap- 
pointed assistant deputy administrator 
of the NRA in Washington, D. C., in 
1933, and in 1936 became superintendent 
of insurance. As he puts it himself, he 
“followed the last lot of the fading long 
horns on the range in Texas before the 
last frontier was opened for civilization.” 








Boston Claim Men Hold Outing 


BOSTON—The Boston Life & Acci- 
dent Claim Association held its annual 
summer outing at Swampscott, Mass., 
with a lobster dinner. President Peter 
E. Tumblety, Columbian National Life, 
was toastmaster and George R. Bacon, 
Massachusetts Accident, was chairman 
of the general committee. 





New Man Writes 13 Apps in Month 


Guy S. Sheppard, a new member of 
the Eldon D. Wilson agency at Rich- 
mond, Va., for the Mutual Life of New 
York, wrote 13 applications for $28,500 
in June. The fact that he was born on 
Friday, the 13th of December, 1914, is 
evidently proving no handicap. 


STOCKS 











H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of July 3, 
1939: 

Par Div.* Bid Asked 
Aetna Life .. .. W 1.35* 28 30 


Central, Il. .... 30 wie 10 11 
Cen. States Life. 5 eae 2 3 
Colum. Nat. L..100 me 65 75 
Conn. Genl. .... 10 .80 26144 28% 
Contl. Assurance 10 2.00 36% 38% 


Federal Life ... 10 cee 4% «5% 
Great Southn. L. 10 1.30 19 23 
Kan. City Life. .100 


Life & Cas. «...« .50 9 11% 
Lincoln Natl. ... 10 1.20 29 31 
New World Life 10 -40 5% 6 
No. Amer. Life.. 2 ‘ean 2% 3% 
N. W. Nat. Life.. 5 .30 11 12 
Ohio Nat. Life... 10 1.25 26 28 
Old Line Life.... 10 .60 10% 11% 
Sun Life, Can...100 15.00 375 450 
Travelers ..-100 16.00 445 455 
Union Cent. Life 20 1.20 20 25 
Wis. National... 10 1.00 15 17 


*Includes extras. 





os 
-* But a unique 


we plan recent 
¢ attention of father ntly 


of your early death 
eg and comfortable (see 
ife, Your wife will ree, 
; ive 0 
PLETE PROTECTION is ea e 
just droy eat 
om = en Btving your name an, da 
¥> Dept. B.3, Cine, "6093 : ; 
Cincinnati. hs 2 $30,000,000 in m= a le 
stttution with 7. 





NEW CAMPAIGN IN “LIFE” 
A REAL SALES AID, 


say Union Central men 


An ingenious departure in ad- Central’s largest West Coast 
Central’s 


new campaign in LIFE mag- 


vertising, Union Agency. 


“Tt is with particular pleas- 


azine is being acclaimed 

throughout the Company’s ure that we see our Company 
field force. They have dis- enter the advertising columns 
covered already that this of LIFE. The Company’s 


campaign builds a background new campaign is timely and 


in the prospect’s mind that interesting and will further 
makes the agent’s selling job serve to spread its fame— 
easier and more effective. already growing from the 


Typical of field comment cumulative results of its cam- 


is the following from Mark 
Trueblood of Los Angeles, 
dynamic Manager of Union 


paigns of the past seven years 
in the great national maga- 


zines.” 


The UNION CENTRAL LIFE Insurance Company 


OHIO 


NCINNATI, 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


CALIFORNIA (Cont.) CONNECTICUT (Cont.) FLORIDA (Cont.) 


ALABAMA 





ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








0.W.Gotto 


520-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 
Property Management Equitable Life Assurance Society 








HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 








L. L. McMASTERS 


PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 


Represent Jefferson Standard Life 
Insurance Company 


First Federal Bldg. 
St. Petersburg, Florida 








Property Management 
APPRAISALS 
SALES INSURANCE 


oz meng 
sults LonTALs 
ngace ANg 


6 ST. JOSEPH ST. MOBILE, ALA. 








COLDWELL 
CORNWALL ani BANKER 


Property Management 
General Real Estate 
and Appraisals 
A STATE WIDE SERVICE 


523—W. 6th St. 57 Sutter St. 
Los Angeles San Francisco 


WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 


Member of 
Institute Management 


American Institute of Real Estate 
Appraisals 
195 No. Main St. 











CALIFORNIA 





Specializingin Loans, Sales Exchanges, Rentals 
Hollywood, Wilshire and Beverly Hills Properties 
Day and Night 
Property Management Service 





1019 So. La Brea Avenue, Los Angeles, Cal. 








Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
' Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 











COLORADO 


FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


ua. HAUGHTON -«. 


COMPANY 


108 West Bay St. Jacksonville, Florida 








Morrison & Morrison 
Realtors and [nsurors 


REAL ESTATE 
MANAGEMENT 
SALES APPRAISALS 


Member—Institute Management 


DENVER, COLO. 











WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
& 


MORTGAGE LOANS 
REALTOR 
PROPERTY MANAGEMENT 


Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 








COASTAL REALTY SERVICE, INC. 
Formerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 














GEORGIA 














IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 





Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 





ADAIR REALTY AND 
LOAN COMPANY 


LOANS 


Real Estate 
Insurance 


Healey Bldg. 


Renting 
Chain Store Leasing 


Atlanta, Ga. 




















CONNECTICUT 


RUPERT L. RACKLEY 


Realtors 
ALFRED I. puPONT BUILDING 
PHONE 2-4541 
Miami, Florida 
APPRAISALS 
MORTGAGE LOANS 
PROPERTY MANAGEMENT 
Reference Florida National Bank 
& Trust 








Established 1881 


Sales 
Leases 


Insurance 


PROPERTY MANAGEMENT 
SHARP-BOYLSTON COMPANY 


Realtors 
39-41 Forsyth St., N.W., Atlanta, Ga. 

















F. D. COURNEEN 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 

Oakland, Calif. 








BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 
875 Main Street 





Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT- HEASLEY 
REALTORS 
ORLANDO, FLORIDA 














RENTING 
BUYING-SELLING 


ALE; KING & SON! 


37 BULL sTREeET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT » 
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ILLINOIS 


MISSISSIPPI 


NEW YORK (Cont.) 


TENNESSEE 








SWAN-LORISH 





dots, eAlerts cots ea! 


Expert Property Management 
Sales—Loans—A ppraisals 
Property Surveys 


Chicago 





INDIANA 





Mississippi’s Largest Realtor 


W. P. BRIDGES 





In 
ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 
see 























Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 











LOUISIANA 





M. A. I. Appraisals 
SS 





REALTOR 


Brokerage - Management 
Ricou-Brewster Building 
Shreveport, Louisiana 








Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 








J, WALLACE PALETOU, ING. 
REALTORS 

Property Shicnaulin 
Appraisals 


[2 Perdido New Orleans 











MINNESOTA 





‘THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 





A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 








Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 


Complete Real Estate Service 
Sales 





ge aes. 
Property Management 


Real Estate Dept. 
MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 


PROPERTY MANAGEMENT WILLIAM H. GORSLINE 
— A COMPLETE SERVICE 
Bridges Bldg.—Jackson, Miss. waa iain 
MESSOURI 


RONEY 


REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 
Management Appraisals 
Sales Rentals 








OKLAHOMA 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 
APPRAISALS 


EALTY MORTGAGE 
SALES COMPANY 











Property Management 
Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 





NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 








NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


American Institute of Real Estate Managers 
American Institute of Real Estate Appraisers 








ST. LOUIS, MO. Perrine Building, Oklahoma City 
NEBRASKA 
DARNELL-ZUENDT CO. 
Realtors and Insurors 
L. F. FARRELL mah roby 
APPRAISER MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 





OREGON 





Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Floor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 





PENNSYLVANIA 


Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 
729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 





TEXAS 





“48 Years in Dallas” 
J.W. LINDSLEY & CO. 
REALTORS 


We specialize in Property Man- 
agement for Life Insurance and 
Trust Companies. References. 


' 1209 Main St. DALLAS 











McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
B 


Property Management — Sales — Loans 
Appraisals—Competent Real Estate 











Service 
UTAH 
PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST CO. 


(Property Management Dept.) 
Salt Lake City, Utah 











WASHINGTON 





Norris, Beggs & Simpson 


Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 


REPUBLIC BLDG. 
SEATTLE, WASH. 


PORTLAND, SAN FRANCISCO, SEATTLE 








PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 


645 Market St. Camden, N. J 


J. W. MARKEIM, Member — AMERICAN 
INSTITUTE, ¢ OF REAL ESTATE 


PRAISERS 
INSTITUTE OF PROPERTY 


WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 


For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 








Mortgage Loans 
Real Estate 
Property Management 











225 Fifth Ave., New York, N. Y. 
AShland 4-4200 : 








312 Fourth Ave. Pittsburgh, Pa. 








MINNEAPOLIS, MINNESOTA w YORK MANAGEMENT 
P rty M. 
DUNN & STRINGER | |i Sales Appraisals | | COMMONWEALTH F. S. Barrett & Co. 
ea REAL ESTATE CO Realtors 

Empire Bank Building : Established 1894 

St. Paul, Minnesota Modem PROPERTY MANAGEMENT 

McNeil S. Stringer, Pres. d REAL ESTATE ——— SALES—LOANS 

es 


Ziegler Bldg. 
Spokane, Wash. 
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LIFE SALES MEETINGS 





List Northwestern 
Mutual Speakers 


MILWAUKEE—Nearly 1,000 mem- 
bers of the Northwestern Mutual Life 
Association of Agents are expected to 
attend the annual meeting at the home 
office, July 24-26. Harold Kaufmann, 
Minneapolis, chairman of the standing 
committee of the association, is gen- 


eral chairman of convention committees. ° 


Following the address of President 
M. J. Cleary at the opening session, 
Grant L. Hill, director of agencies, will 
make honor awards to association and 
company leaders. G. B. Buckley, 
Springfield, Mass., association president, 
will preside. C,. E. Smith, Chicago, as- 
sociation vice-president, will be chair- 
man of the “friendship” luncheon for 
new agents and honor winners. 

Julian Walter, Chattanooga, Tenn., 
member standing committee, will pre- 
side Monday afternoon. P. H. Evans, 
vice-president and actuary, will talk on 
“The Indispensable Agent,” and a dra- 
matization of first-year death claims 
will be presented under the title, “The 
Postman Now Rings Twice.” Four 
narrations will be: “Passing the Torch,” 
Irving Foss, Pontiac, Ill.; “The Plan 
That Saved Itself,’ Glen D. Palmer; 
“The Ordinary Man,” A. H. Bullard, 
Wheeling, W. Va., and “Where Is Thy 
Victory,’ Russell Buss, Centerville, Ia. 

The second morning’s program will 
feature “The Science of Presentation,” 
with Bruce Gilmore, De Kalb, IIl., pre- 
siding. “The Right-Try-Angle” will be 





discussed by B. S. McGiveran, Eau 
Claire, Wis.; “Carpenter of Northwest- 
ern,” by T. K. Carpenter, New York 
City; “You Get to Know Prospects,” 
Franklin Morse, South Bend, Ind., and 
“Let’s Walk Together to Your House,” 
Alden Smith, Nashville. 

The afternoon session will feature 
“The Art of Selling.’ A. C. F. Fink- 
biner, Philadelphia, will be chairman of 
a dramatized general agency clinic. 
Selling demonstrations will be given by 
W. T. Kieffer and L. G. Kohl, St. Louis, 
under the title “No Dependents”; C. C. 
Crumbaker and Guy Morrison, Indian- 
apolis, “Estate Conservation”; Lowell 
Schwinger and Kenneth Bragdon, Wa- 
terloo, Ia., “How Much Is Enough?” 
and Maurice Koch and Robert Lauer, 
Cincinnati, “At Last the Least.” This 
session will conclude with a talk by 
J. Vincent Talbot, Newark, “Swing It!” 

At the final session Westley Tuttle, 
Milwaukee, will be chairman. E. H. 
Earley, Brooklyn, will speak on “To- 
morrow Will Soon Be Yesterday,” and 
Perry Rohrer, Chicago, on “The Psy- 
chological Difference Between Success- 
ful and Unsuccessful Life Insurance 
Salesmen.” Grant L. Hill will make 
the closing talk. 

Luncheon meetings will be held dur- 
ing the convention by the Northwestern 
Mutual C.L.U. Association; General 
Agents, District Agents, Special and 
Soliciting Agents and Agency Super- 
visors Associations. The Half-Million 
Club breakfast will be held Tuesday 
morning. 

Douglas McLain, Springfield, Ill., will 
be chairman of the garden party, dance 
and floor show. Monday night at the 


banquet Edmund Fitzgerald, vice-presi- 
dent, will be toastmaster and Dr. Don- 
ald Cowling, president Carleton College, 
Northfield, Minn., will speak. A special 
program has been arranged for ladies 
each afternoon. 


Lamar Life Convention Plans 


Sessions of the Lamar Life agency 
clubs will be held in New Orleans, New 
York, and on the high seas in August. 
The All-Stars, or top club members, will 
sail from New Orleans Aug. 5 on the 
S. S. Dixie for New York following a 
one-day convention of All Stars and 
Conventioneers. Headquarters for the 
All Stars while attending the fair in New 
York will be at the Pennsylvania Hotel. 
Members of the convention party will 
return to their homes by train. 








Awards to Contract Leaders 


Fifty representatives of the North- 
western Mutual Life’s Rochester and 
Syracuse agencies attended an outing at 
Geneva, N. Y. Prizes were awarded at 
the banquet by Earl FE. Lincoln, 
Rochester general agent, to Lloyd Som- 
mers of Rochester and Irving E. Dennis 
of Ithaca, leaders in an 11-week sales 
contest between the two agencies. John 
M. Miller, 85, of Geneva, who has served 
the company 47 years, was in attend- 
ance. 





Hold Regional in Michigan 


A regional convention of the Penn 
Mutual Life was held for two days at 
Harbor Springs, Mich. 


C. D. Haskins, general agent Com- 
monwealth Life, was host to 40 agents 
from Kentucky, Tennessee, Indiana, and 
Mississippi at a two-day outing at Edge- 





water Beach, Miss. 

















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 


AGENCY CHANGES 


General Agents Appointed 
by Mutual Trust Life 


Mutual Trust Life has appointed Fred 
C. Repass as general agent and his son, 
Don P. Repass, as 
associate general 
agent at Waterloo, 
Ia. Fred C. Repass 
started in the life 
insurance business 
with the Connecti- 
cut Mutual in 1915, 
and served as 
accent, destruct 
agent and general 
agent. He moved 
to Waterloo in 
1924. Jan. 1, 1930, 
he became district 
agent for North- 
western Mutual, re- 
signing to become general agent for 
Mutual Trust Life. 

Don P. Repass attended State Teach- 
ers College at Cedar Falls, Ia, and 
May 1, 1935, entered the life insurance 
business with his father. He is a good 
personal producer and will assist his 
father in building an aggressive general 
agency in northeastern Iowa. The 
agency is to be known as the Repass 
General Agency. 

Arthur M. Watson has been appointed 
general agent at Fort Dodge, Ia. He 
has been connected for five years at 
Indianola, Ia., with John Hancock Mu- 
tual Life. 

Mr. Watson has had more than 20 
years’ experience in the business, for 15 
years with his brother William E., be- 
ing general agent Register Life at Des 
Moines. He is a large personal pro- 
ducer. 








Fred C. Repass 





Quillin Appointed in Oregon 

J. J. Quillin of Portland, Ore., attor- 
ney who recently resigned as state man- 
ager of Maccabees, has ‘been appointed 
Oregon general agent by Colorado Life. 
Offices have been established in the 
American Bank building, Portland. Mr. 
Quillin started with Mutual Benefit Life 








Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


Incorporated October 28, 1895 


Title Guarantee Building 
Hill at Fifth Street 


Los Angeles, California 











THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elliott Houston, Pres. — J. Tate Duncan, Secy. 


Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 











ILLINOIS 





Over $700,000 Capital & Surplus 


TITLE INSURANCE 

ESCROWS 

LOANS 

ABSTRACTS 

COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore, 











UTAH 








Specify 
TITLE PROTECTION 


From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 
TITLE INSURANCE 
: and TRUST COMPANY 


433 South Spring Street, Les Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 








CHICAGO TITLE 
AND 


TRUST COMPANY 


America’s Leading Title Company 


69 W. Washington Street 
Chicago 








INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 











San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
andl Company 


if 
SECOND AVENUE UNION JAMES D. FORWARD 
AT BROADWAY BRMSre Pre stoEeNtT 


Strength 
Semen 


SAN DIEGO CALIFORNIA 


Complete title, escrow and 
trust services. 


MISSOURI 





Title Insurance ‘Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 
Only complete tract index in St. Louis 
City and County. 








WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 

















Takes Up Rate Book 








EDWARD B. DUDLEY 


Edward B. Dudley, manager the Trav- 
elers at Charlotte, N. C., has resigned 
to ‘become an agent. He was formerly 
Chicago manager but because of ill 
health was transferred to Charlotte, his 
home city and the one in which he began 
his career with the company. 

Mr. Dudley’s place as manager will be 
taken July 10 by G. F. Welsh, assistant 
manager in the Travelers’ office at Tulsa, 
Okla. 
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about 20 years ago, going to the west 
coast 14 years ago. 


C. C. Doyle Goes to St. Louis 


C. C. Doyle, home office supervisor of 
the Illinois Bankers Life of Monmouth, 
Ill., has become assistant manager of 
the St. Louis agency of the Mutual Life 
of New York. He joined the Illinois 
Bankers Life in 1935 as field supervisor 
in Ohio. Later he was called to the 
head office. 


Schmidt to Ohio National 


William J. Schmidt, recently with the 
John Hancock Mutual Life in Cleveland, 
has been named general agent of the 
Ohio National Life with offices at 821 
Hanna building, Cleveland. 











Two General Agents Appointed 


Midland Life has named A. D. May- 
field general agent for San Antonio, 
Tex. He formerly represented the com- 
pany in southeast Missouri. Dean E. 
Matthews, manager of the insurance de- 
partment of the Clark County Abstract, 
Loan & Investment Company, Ashland, 
Kan., has been named general agent for 
southwestern Kansas. 





Blythe Named at San Antonio 


W. J. Blythe, who has been a leading 
producer with the Great Southern Life 
for several years, has been appointed 
general agent at San Antonio by the 
Occidental Life of California. 


MacGregor Gets United Fidelity 


H. M. MacGregor has been appointed 
general agent at San Antonio by the 
United Fidelity Life, with offices in the 
Majestic building. He was branch man- 
ager at San Antonio for the Southland 
Life before that company consolidated 
with the old Gulf States Life, and later 
was with the Aetna Life at San Angelo. 








Johnson to State Farm 


William Z. Johnson, agency supervisor 
of the Penn Mutual at Topeka, has re- 
signed to accept a similar position with 
the State Farm Life at Topeka. 


Lincoln National at Dayton, O. 


F. C. Adams has been appointed gen- 
eral agent of the Lincoln National Life 
in Dayton, O. He was formerly co- 








Names Two New Genera] 
Agents in Wisconsin 








Ww. Warren F. Coe 


J. Reese 


The Penn Mutual Life, in furtherance 
of a plan for more intensive activity in 
Wisconsin, has appointed two additional 
general agents—one at Madison and the 
other at Oshkosh. 

W. J. Reese, 20 years in life insurance, 
10 of them with the Penn Mutual’s Paul 
H. Kremer agency in Milwaukee, has 
been given the Madison appointment, 
covering that city and several counties. 
For years he has been active in the 
Madison Life Underwriters Association, 
and has served several times as a direc- 
tor. He isa C VU. 

Warren F. Coe, who joined the 
Kremer agency seven years ago, is 
named general agent for Oshkosh and 
several counties. He has a substantial 
record as a personal producer, and was 
recently elected a director of the Osh- 
kosh Life Underwriters Association. 








general agent in Indianapolis with L. S. 
Wright. 

Mr. Adams has been in life insurance 
sales work for ten years as a soliciting 
agent, district agent, and supervisor. 





Falk Is Appointed Supervisor 


J. T. Thompson, Arkansas manager 
Mutual Life of New York, has appointed 
S. E. Falk, Little Rock, as agency or- 
ganizer for the state. Joining the staff 
in 1931, Mr. Falk has increased produc- 
tion particularly in the past two years 
when he led the agency staff. He also 
has devoted time to organization work in 
Little Rock. 


NEWS BRIEFS 


Carlton Chandler, who has been at 
the home office of the Connecticut Mu- 
tual Life in Hartford, has been trans- 
ferred to Dallas, Tex., to do special 
service work. 

The Bankers Life of Iowa has ap- 
pointed Mrs. Cora E. Mullineaux agency 
cashier in Columbus, O. She succeeds 
K. P. Douglas, who has resigned. She 
has been an assistant cashier for nine 
years. 

For his health’s sake Joseph P. Me- 
Clure of the Bankers Life of Iowa agency 
at Longmont, Colo., has moved to Austin, 
Tex., where he will continue under the 
San Antonio agency. 











COMPANIES 





Columbian Mutual Answers 


MEMPHIS, TENN.—The Columbian 
Mutual Life, in an answer filed in the 
federal court, declared that all charges 
made against it in a suit filed late in 
May by 184 covenant holders have pre- 
viously been settled in state courts of 
Tennessee. The covenant holders asked 
an accounting on the grounds that they 
held policies taken out when the com- 
pany was a fraternal and that in the 
conversion to a mutual company the 
Columbian was bound to keep assets of 
the fraternal and mutual holders sepa- 
rate. 


Will Enlarge His Work 


C. M. Shanks, general solicitor of the 
Prudential, who becomes vice-president, 
will continue in his former office but 
will be further engaged in administrative 
and executive functions. He is a gradu- 
ate of the Columbia Law School and 
has had wide experience in corporation 
law. For a year he was associate pro- 
fessor at Yale Law School and for two 
years he taught at Columbia Law 
School. He went to the Prudential in 
1932 as assistant solicitor and was made 
associate in 1934 and general solicitor 
in September last year. 








Interstate’s New Building 


CHATTANOOGA, TENN. — Con- 
struction of the new home office build- 
ing of the Interstate Life & Accident 
will get under way early in December, 
it was announced by Dr. J. W. John- 
son, president. He also stated that it 
had been decided to make the building 
seven stories instead of six as originally 
planned. The new home will cost be- 
tween $350,000 and $400,000, he said. 
The present building housing the In- 
terstate at 540 McCallie will be torn 
down to make room for the new build- 


ing. 


Palmetto Life in New Building 


The Palmetto Life of Columbia, S. C.. 
is moving to its own building at the 
southeast corner of Sumter and Lady 
streets. This was formerly the Masonic 
Temple and was purchased Dec. 31, 
1937, by the company. 








The Walter T. Shepard general 
agency of the Lincoln National Life in 
Los Angeles will hold its annual picnic 
at the Lakewood Country Club, Long 
Beach, July 28. 





NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Great-West Has 
Two New Policies 


Great-West Life, which recently 
changed from 3% percent to 3 percent 
reserve basis for all standard partici- 
pating plans, with increase in premium 
rates and cash values, has revised the 
rate manual and introduced two new 
policy plans. 

The “special income” plan was de- 
signed to fill a need for a contract af- 
fording a substantial amount of imme- 
diate insurance protection and provid- 
ing a specified retirement income at 
maturity. There is for the insured at 
maturity a monthly income of $5 per 
$1,000 of initial insurance, the income 
being payable for life, 120 months cer- 
tain. The plan is available on both 
male and female lives to mature at ages 
55, 60 or 65, on the participating basis. 
Rates are quoted ages 10-45 for the plan 
maturing at age 55, up to 50 for the 
plan maturing at age 60, and up to 55 
for the plan maturing at age 65. The 
minimum amount that will be issued 
is $2,000. Cash values at maturity in 
lieu of income are: maturity age 55, 
male, $922; female, $1,025; maturity age 
60, $824 and $921; maturity age 65, $732 
and $815. 


Moderate Premium Charge 


As premium rates at the younger ages 
under 35 are little different from stand- 
ard ordinary life and 20 payment life 
rates, it is expected the plan will have 
sales appeal due to a specified retire- 
ment income per unit without large in- 
crease in premiums required by retire- 
ment income policies providing $10 in- 
come per $1,000, or without sacrifice of 
a sufficient amount of life insurance in 
the meantime for the sake of a larger 
maturity income. At male age 30 the 
annual premium rate for the contract 
maturing at 65 is $23.35, and $27.47 at 
60, while ordinary life endowment at 
85 is $21.44, and $30.31 for 20 pay. 


Brings Out Juvenile Form 


The other new plan is a juvenile pen- 
sion at age 50, issued from birth to age 
9, inclusive, and available with or with- 
out waiver of premium for death or 
disability on the life of the payor. This 
policy has a maturity cash value per 
unit at age 50 of $2,046 for males and 
$2,240 for females, providing a monthly 
life income of $10 guaranteed 120 
months. In the United States this policy 
is available with graded death benefit 
up to age 5 and with full insurance 
thereafter. Other juvenile policy plans 
issued by the company include a 20 pay, 
endowments from 10 to 20 years, in- 
clusive, and a pension maturing at age 
55. <All are participating and provide 
full insurance after age 5. 


Ohio National Is Revising 
Rate Book and Options 


The new edition of the Ohio National 
Life’s rate book and also a complete 
new edition of policy forms will become 
effective Aug. 1. The main changes be- 
ing made are: 

New settlement options making the 
guaranteed rate of interest 3 percent, 
and life income options based on this 
rate of interest and the 1937 standard 
annuity table. Policy provisions which 
provide for an income settlement, such 
as at maturity of the retirement income 
policies, are all calculated on the same 
basis as the settlement options. The 
policy loan interest rate will be 5 per- 
cent. A life expectancy term policy on 
a participating basis is being added. A 





set of juvenile participating policies is 
being added. 

The modified settlement options are: 
(4), Guaranteed income—payment dur- 
ing lifetime of payee of interest at 3 per- 
cent per annum on amount left with 
corapany; (2), installments for a speci- 
fied period—payment of a specified num- 
ber of equal monthly installments (first 
installment payable immediately); (3), 
installments for a specified period and 
life thereafter—payment of equal month- 
ly installments (first installment payable 
immediately for 10 or 20 years certain 
and for life; (3A), installments for life 
with guaranteed return—payment of 
equal monthly installments (first install- 
ment payable immediately) for life, with 
refund in one sum of excess of net pro- 
ceeds over aggregate of such install- 
ments if payee dies before aggregate of 
such installment equals net proceeds; 
(4), installments of a specified amount— 
payment of equal annual or monthly in- 
stallments (first installment payable 
immediately) of specified amount to 
continue until proceeds together with 
interest on unpaid balances at 3 percent 
per annum shall be exhausted. Funds 
held under Options 1, 2 and 4 and for 
payments certain under Options 3 and 
3A shall participate in surplus interest 
earnings. 


Adopt Standard Tables 


The Indianapolis Life and the Mid- 
land Mutual of Columbus, Ohio, have 
adopted the new standard annuity table 
for life, refund and joint and survivor 
annuities. July 1 was the effective date. 
The Unique Manual-Digest for 1939 











Bs EMBLEM of.a 


strong, enduring life in- 
surance company which 
for 72 years has adhered 
to principles of justice 





and friendliness. Well 
directed and soundly 
managed, the protection 
_... the Equitable of Iowa 
i provides to policyhold- 
ers and their families is 


Outstanding by Any Standard 
of Comparison 


EQUITABLE 
_ LIFE 0/1OWA © 


| | NOME OFFICE + DES MOINES 














16 











HeNATIONAL UNDERWRITER 


July 7, 1939 

















|| actuaries 


CALIFORNIA 











Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 




















DISTRICT OF COLUMBIA 








Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organisation, Management, Tax Service 
Investment Bldg., Washington, D. C. 




















ILLINOIS 








WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














DONALD F - CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














HARRY S. TRESSEL 
Certified Public Accountant and 


Actuary , 
1o S. La Salle St., Chicago 
Associates 
olfman, A. A. L. A. 
N. A. Moscovitch, Ph. D. 


Franklin 4020 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
_ Indianapolis, Omaha 

















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 




















NEW YORK 








Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
Edward B. Fackler Robert D. Holran 








8 West 40th Street New York City 














PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 

















shows 30 companies using this standard 
table and these companies bring the 
total to 32. Several other companies 
have rates very close to the standard. 


Midland Mutual Revises Its 
Policy Dividends Upwards 


Midland Mutual Life, which in 1933 
reduced policy dividends 25 percent as 
a temporary measure following the 
financial crisis of that spring, has 
adopted a new schedule which went in 
effect July 1, 1939, applicable to all 3% 
percent reserve basis policies issued 
prior to Jan. 1, 1938. 

In general the new schedule repre- 
sents increase in dividends payable on 
life policies at attained ages under 60, 
increase on long term endowment poli- 
cies during early policy years and de- 
crease on endowment policies at older 
ages and later policy years where there 
is a substantial reserve. An increase 
has been made also in dividends payable 
on term policies. 

The change results in increase in the 
total sum apportioned for dividends. 
Midland Mutual’s mortality experience 
has continued very favorable and this 
since 1933 has permitted the company 
to continue its dividend schedule which 
required a higher rate of interest than 
was being earned. It was decided that 
a flat readjustment of dividends, while 
most easily understood by policyholders, 
was not entirely equitable between 
different classes of business. No change 
will be made in the printed dividend 
schedule applicable to 3 percent policies. 
Illustrations of the new and old divi- 
dends on four more popular plans are: 


Ordinary Whole Life 
End of Year. 
5 0 





Age 2 § 1 20 30 
20 new $3.25 $3.64 $4.33 $7.29 $5.90 
old = 2.85 3.08 3.52 5.24 6.10 
30 new 3.76 4.11 4.60 8.88 7.50 
old 3.27 3.64 4.14 6.93 7.88 
40 new 4.09 4.46 5.26 11.90 9.27 
old 3.80 4.01 4.42 10.16 10.96 
50 new 5.28 5.91 6.78 15.12 12.52 
old 4.40 4.85 5.91 15.50 14.50 
60 new _ 6.60 7.14 7.48 24.87 20.87 
old 7.04 8.07 9.40 25.00 21.52 
20 Payment Life 
2 5 10 20 
20 new 3.63 4.03 4.72 9.06 
old 3.20 3.63 4.47 8.13 
30 new 4.14 4.49 4.98 10.51 
old 3.62 4.19 5.10 9.81 
40 new 4.46 4.83 5.60 12.81 
old 4.14 4.55 5.40 12.29 
50 new 5.58 6.19 6.96 15.36 
old 4.67 5.28 6.68 15.79 
60 new 6.80 7.28 7.63 21.84 
old 7.18 8.26 9.70 20.81 
Endowment at Age 65 
20 new 3.37 3.77 4.46 9.02 
old 2.96 3.26 3.83 6.71 
30 new 3.98 4.33 4.82 10.45 
old 3.48 3.97 oy ¢ Oe 8.96 
40 new 4.56 4.93 5.69 12.34 
old 4.25, 4.72 5.70 12.84 
50 new 5.71 6.22 6.69 am 
old 5.09 6.23 8.71 
60 new 8 wes 
Ce . 
20 Year Endowment 
20 new 4.48 4.90 5.61 14.01 
old 4.13 5.06 6.86 15.46 
30 new 4.83 5.19 5.70 13.93 
old 4.37 5.33 7.02 15.40 
40 new 4.96 5.32 6.05 14.02 
old 4.67 5.36 6.82 15.59 
50 new 5.84 6.41 7.09 16.31 
old 4.96 5.72 7.42 16.59 
60 new 6.90 7.34 7.70 one 
old 7.26 8.38 9.88 





Knoxville, Tenn., is to have a soft- 
ball league of four teams representing 
Metropolitan, National Life, Life & 
Casualty, and American National. 


NEWS OF LIFE 


ASSOCIATIONS 





North Carolina Body 
Elects New Officers 


D. D. Edmunds, Equitable Society, 
Winston-Salem, was elected president of 
the North Carolina State Association 
of Life Underwriters at the annual 
meeting at Greensboro. J. R. Knott, 
Metropolitan, Charlotte, was chosen 
first vice-president; W. E. Chambers, 
Asheville, Occidental of North Caro- 
lina, second vice-president; J. A. Glenn, 
Winston-Salem, Minnesota Mutual, sec- 
retary; J. T. Richardson, Raleigh, Aetna 
Life, treasurer. Mr. Edmunds served 
as vice-president last year. W. HH. An- 
drews, Jr., the retiring president, is a 
trustee of the National association. 
There was a sales congress held during 
the meeting. Among the speakers were 
Lee Parker of Raleigh; A. P. Mulligan 
of Greensboro, W. D. Reed of Char- 
lotte. L. A. Peacock of Wilson, 
Charles Hassell of Charlotte. Thur- 
man Taylor of Durham presided over 
the afternoon session, the main speak- 
ers being Charles Barber of Greens- 
boro; Hal Trentman of Raleigh and 
A. T. Healey of Greensboro. 


McFarlane Elected in Cleveland 


CLEVELAND—Frank L. McFar- 
lane, Aetna Life, was elected president 
of the Cleveland Life Underwriters 
Association at its annual meeting. Other 
officers are: Ross M. Norrs, Security 
Mutual Life, and Clarence E. Pejeau, 
Massachusetts Mutual, vice-presidents, 
and W. J. Schmidt, Ohio National Life, 
treasurer. New directors are: Rene P. 
Banks, Penn Mutual Life; Seth A. 
Bardwell, Lincoln National Life; Pres- 
ton Hanawalt, Equitable Life of Iowa; 
and J. L. Austraw, Provident Mutual 
Life. Vernon Kroehle, Northwestern 
National Life, was named state com- 
mitteeman. 

O. J. Arnold, president Northwestern 
National Life, spoke on “Democracy 
Faces Its Oldest Problem.” 








Cook Elected in Massachusetts 


BOSTON—tThe Massachusetts Asso- 
ciation of Life Underwriters at its an- 
nual meeting here elected Lovell H. 
Cook, general agent Massachusetts Mu- 
tual Life in Springfield, president, to 
succeed Floyd E. DeGroat, general 
agent Mutual Benefit in Boston. Other 
officers are: Vice-president, Simon D. 
Weissman, Boston, Equitable Society; 
treasurer, Clifford D. Stout, Boston gen- 
eral agent John MHancock; secretary, 
Gardiner A. Smith, Boston. The asso- 
ciation endorsed the candidacy of Paul 
C. Sanborn, Boston general agent Con- 
necticut Mutual, for trustee of the Na- 
tional association and expressed support 
for Philadelphia as the 1940 convention 


citv. Matters of state legislation were 
discussed. 
Beaumont, Tex.—Jack Bane, South- 


western Life, was elected president at 
the annual meeting. Other new officers 


are: Vice-president, George Morgan, 
Bankers Life of Iowa; secretary-treas- 
urer, J. H. Little, Equitable Society; 


state committeman, Charles Carroll, Lin- 
coln National Life. 








Chicago Leader in 
Membership Roll 


The Chicago Life Underwriters As- 
sociation for the year ending June 30 
had 1,780 members, which it claims 
makes it the largest association in the 
country. During the year there was a 
gain of 123. Last year it passed the 
New York association for the first time. 
Miss Joy M. Luidens, its executive 
secretary, states that the New York as- 
sociation membership was 1,380 Friday 
and before the fiscal year ended it ex- 
pected to add 30 more. Chicago claims 
a lead of 350 over New York. J. H. 
Brennan, the manager of the Fidelity 
Mutual Life, is chairman of the mem- 
bership committee assisted by W. H. 
Siegmund, assistant manager of the 
Connecticut Mutual, and George iiuth 
of the Provident Mutual, vice-chairman. 





Maddox Georgia President 


Baxter Maddox of Atlanta, general 
agent of the Connecticut Mutual, has 
been elected president of the Georgia 
State Association of Life Underwriters 
at its annual meeting at Savannah. I. J. 
Guinn of Atlanta, general agent New 
England Mutual, defended so-called in- 
surance lobbying, saying that there was 
nothing reprehensible in it. He _ said 
that every big industry has to have 
someone make contacts with legislators 
in a way that is effective. If every in- 
surance man would try to educate his 
representatives in an intelligent under- 
standing of insurance there would be 
less need for lobbying, Mr. Guinn said. 


San Jose, Cal.—Thomas A. Wright, 
Pacific Mutual Life, has been elected 
president. 


San Angelo, Tex.—A. R. Dalchau, Kan- 
sas City Life, was elected president at 
the annual meeting. Other new officers 
are: Vice-president, D. E. Durham, Na- 
tional Life & Accident; secretary-treas- 
urer, F. E. Voight, Texas Prudential. 
A. L. McMurtrey, Amicable Life, retiring 
president, became a member of the 
board. The new officers will be installed 
at a meeting in July, when there will be 
a “ladies’ night.” 

Pittsburgh—-Members of the agencies 
committee and directors attended the 
committee’s annual golf party and din- 
ner. Steacy E. Webster, general agent 
Provident Mutual, retiring president of 
the “committee, presided at a business 
meeting following dinner. R. M. Stev- 
enson, general agent National Life of 
Vermont, was elected president, and 
N. H. Weidner, manager western Penn- 
sylvania department Reliance Life, vice- 
president. 

Houston, Tex.—The directors elected 
new officers: H. V. Jackson, Occidental 
Life of Calif, president; Morris Brown- 
lee, State Mutual Life, vice-president; 
Fred Stancliffe, Volunteer State Life, 
secretary, and Wm. H. Fabian, North- 
western National Life, treasurer; Wm. 
H. Harrison, Union Central Life, was 
named national committeeman, and Alva 
Carlton, Great Southern Life, state com- 
mitteeman. 

Chico, Cal.—R. E. Murphy, Sacramento, 
general agent Lincoln National Life and 
chairman California State Association, 
held an organization meeting in Chico 
resulting later in a local organization 
being started with 28 charter members. 
The officers are as follows: President, 
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J. L. Swaim, California Western States; 
vice-president, Herman Parsons, North- 
ern Life; secretary-treasurer, C. V. Rice, 
Metropolitan. Directors: Merle Means, 
Guaranty Mutual; C. W. Houghton, Mu- 
tual of N. Y.; W. M. Riley, Occidental; 
Noyd Leonard, Reliance Life, Red Bluff; 
Al Baker, New York Life, Williams; 
J. Fry, Pacific Mutual. 


York County, Pa.—At a reorganization 
meeting, George W. Eichelberger, North- 
western Mutual, was elected president; 
J. W. Steacy, Aetna Life, vice-president, 
and E. M. March, Metropolitan, secretary- 
treasurer. 

Youngstown, 0.—C. J. Ryan was 
elected president, succeeding J. A. Cozza. 
Joseph Nimmer is vice-president, John R. 
Seikkinen, secretary, and R. H. McCol- 
lum, treasurer. C. E. Pejeau, Cleveland, 
spoke on “What About Our Markets?’’’ 


Birmingham, Ala.—H. Martin Nunnel- 
ley, Provident Mutual Life, was elected 
president at the annual meeting. He suc- 
ceeds Meyer A. Davidson, Mutual Life of 
New York. Robert Goodall, J. F. Mar- 
shall and Walter Puckett, Jr., were 
named vice-presidents, and R. L. Craig, 
secretary-treasurer. On the board of 
governors are: C. T. Bush, Lent Brew- 
ster, F. S. Chisolm, Barney Copeland, 
E. E. Dent, H. L. LaClair, W. I. Pittman 
and J. D. Willcox. 

Cache Walley, Utah—J. A. Israelson, 
Beneficial Life, has been elected presi- 
dent, succeeding Othello Hickman, Pa- 
cific National Life, who row becomes 
an ex-officio director. Harley Bergener, 
American National, is vice-president, 
Melvin B. Squires, Metropolitan, secre- 
tary-treasurer, and Garnel E. Larsen, 
Metropolitan, national committeeman. 


Mason City, Ia.—Roy Bailey has been 
elected president, E. C. Elling of Garner, 
has been named vice-president and 
George Harrer of Mason City, secretary- 
treasurer. The board of directors now 
consists of W. J. Walker, William Huff- 
man, R. W. Fishbeck, and Fred Vorheis. 

Iowa City, Ia.—Miss Alice Stewart was 
elected president, succeeding W. F. 
Roberson; A. J. Carmean, vice-president; 
D. T. Davis, secretary-treasurer. 

Waterloo, Ia.—Harold E. Rugg was 
elected president, succeeding L. P. 
Schwinger; Hugh Patterson, vice-presi- 
dent; Warren Grimes, secretary-treas- 
urer; Kenneth Bragdon, national com- 
mitteeman; H. Greeley, state committee- 
man. W. K. Nieman, president Des 
Moines association, spoke on “Selling 
Under Present Day Conditions.” 

Springfield, 0.—New officers are: Presi- 
dent, F. K. Hinchey, New York Life; 
vice-president, C. C. Wetherill, Union 
Central; secretary-treasurer, C. A. Cor- 
win, New England Mutual. R. W. Hoyer, 
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John Hancock, Columbus, president of 
the Ohio association, spoke on business 
insurance. Paul Smith, New England 
Mutual, secretary-treasurer of the state 
association, also spoke. 


Omaha—W. M. Van Brunt, National 
of Vermont, becomes president; R. A. 
New York Life, vice-president; 
P. A. Miller, Jr., Northwestern Mutual, 
secretary; L. R. Burris, Massachusetts 
Mutual, treasurer. The new directors are 
S. B. Starrett, Jr., Guarantee Mutual; J. 
A. Carr, Equitable Society; F. A. Rosen- 
felt, Equitable of Iowa; W. I. Black, 
John Hancock; E. N. Jennings, Pruden- 
tial, and L. P. Hickey, Metropolitan Life. 


Topeka—Hugo Matoush, district mana- 
ger Union Central, was elected president; 
Gerald F. Hayes, Massachusetts Mutual, 
vice-president, and John W. Carrothers, 
district manager National of Vermont, 
reelected secretary, and L. J. Renyer, 





Connecticut Mutual, treasurer, at the an- 
nual meeting. Directors are E. D. Clith- 
ero, Home of N. Y.; Louis R. Smith, 
Equitable Society; Arch L. Horton, Mu- 
tual Life, N. Y.; E. E. Shurtleff, Victory; 
J. Z Armstrong, American Home, and 
Herbert Langsdorf, New England Mu- 
tual. Robert Webb, Topeko attorney, 
spoke on “Life Insurance Law.” 


Des Moines, Ia.—Fremont Il. South, 
Sun Life, was elected president, succeed- 
ing W. K. Niemann, manager Bankers 
Life of Iowa, who becomes state com- 
miteeman. Clarence Cooper, Jr., Penn 
Mutual, is vice-president; Don Davidson, 
Aetna, secretary, and Parker Crouch, Jr., 
Equitable Life of Iowa, treasurer. Di- 
rectors are: George Pflanz, Union Cen- 
tral; L. E. Graber, Travelers; Earl Holtz, 
Prudential; Carl Anneberg, Metropoli- 
tan; Thomas B. Read, Mutual Life, N. Y., 
and Harry Haskins, Jr., John Hancock 
Mutual Life. 
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Woodmen Circle 
Gather in N. Y. 


Woodmen Circle held its national con- 
vention at New York, all national of- 
ficers and directors being elected. Mrs. 
Dora Alexander Talley president pre- 
sided. She is a past president of the 
National Fraternal Congress. 

A twilight memorial was a beautiful 
ceremony prepared for the occasion. Mr. 
Talley gave the memorial address. Re- 
ception was held for all national repre- 
sentatives and convention visitors, fol- 
lowed by installation of national officers 
and committee members. A scroll con- 
taining names of convention members 
who qualified during the four years for 
the “Legion of Honor” was presented. 
There were 1,615 members of the so- 
ciety who qualified for membership in 
the “Legion of Honor” through their 
assistance in securing new members. Two 
other scrolls were presented—one con- 
taining names of members who won dis- 
tinguished service medals or all-star pro- 
ficiency certificates for perfection in ritu- 
alistic work; the other, the names of 
convention members (two state man- 
agers) on whom had been conferred the 
“Fraternal Insurance Counselor’s” de- 
gree, and those who received certificates 
of graduation from the field work train- 
ing course adopted by the Fraternal 
Field Managers Association. 


President Talley Reports 


President Talley reported that satis- 
factory progress is being made in every 
point of the ten-year program adopted 
four years ago and that, with certain 
modifications, it would continue to go 
forward during the coming four years. 
She reported a net gain in adult mem- 
bership each of the four years with a 
net gain of more than 5,000 for the 
period. 

She reviewed the national institute 
held in 1937 and regional meetings that 
were held. 

The report on the home for aged mem- 
bers and orphan children showed prog- 
ress was made. 

Mrs. Talley called attention to the 
fact that the society would celebrate its 
golden jubilee in 1941. 


Other Officers Reelected 


Besides Mrs. Talley, national officers 
include: Vice-president, Jeanie Willard; 
secretary, Mamie E. Long; treasurer, 
Ethel Holiway. 

De E. Bradshaw, president Woodmen 
of the World, Omaha, addressed the 
convention. Niles Trammell, executive 
vice-president National Broadcasting 
Company, was a speaker, as was Gov- 
- Clyde M. Hoey of North Caro- 
ina. 

Three field workers conferences were 
held the third day, with morning and 
afternoon sessions. State managers, dis- 
trict managers and deputies attended. A 
general field workers meeting was held 


the last day, and the afternoon was 
“Woodmen Circle” day at the fair. 


Missouri Grand Council Elects 


ST. LOUIS—Lloyd Frome of St. 
Louis was elected regent of the grand 
council of Royal Arcanum of Missouri 
at the annual convention here. Taylor 
Linzey is vice-regent; P. L. Stephens, 
secretary; W. L. Kaltwasser, treasurer. 
M. A. Willment, New York, deputy su- 
preme regent, installed the new officers. 


Sturges and Beane Are Shifted 


LITTLE ROCK, ARK.—C. A. Stur- 
ges, state manager Praetorians, has been 
transferred to the home office at Dallas, 
Tex. He will be succeeded by C. E. 
Beane as agent in charge of the Little 
Rock district. 


Outlived His Policy 


John D. McChesney of Omaha, a 
policyholder of the Standard Life of 











WOODMEN oF THE WORLD 
UFE INSURANCE SOCIETY 


Founded nearly half a century ago, 
its assets have mounted to over 


$128,000,000. 


Its investments are largely in Gov- 
ernment, State and Municipal 
Bonds. 

.) 


It has paid to beneficiaries over 
$258,000,000, and to living members 
over $47,000,000. 


For each $100 of reserve and cur- 
rent liability it has assets on hand 
of the value of $123.14. 


Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of Sur- 


geons. 
& 











De E. Bradshaw, Pres. 
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1883—1939 


AFTER fifty-six years of faithful life insurance service 
to its members, Modern Woodmen of America is on 
better financial and fraternal footing than ever before. 


ITS assets, which have more than doubled in the past 
six years, now exceed $78,500,000, showing an in- 
crease of more than $6,000,000 (8.91 per cent) for 


THIS Society, while modernizing certificate forms and 
business methods in accordance with changing needs 
and conditions, still adheres to those time-tried princi- 
ples of genuine fraternalism upon which it was 
founded. A marked revival of fraternal activities in 
-its many local Camps further strengthens its fraternal 


THIS fifty-six-year-old institution is well-equipped to 
provide life insurance for the entire family. 


MODERN WOODMEN OF AMERICA 


HEAD OFFICE 
ROCK ISLAND, ILLINOIS 
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EQUIPMENT 


—____{DIRECTORY} —__ 


INSURANCE 
SERVICES & 





Auditors-Accountants 


CHASE CONOVER & CO. 


Auditors & Accountants 


135 So. La Salle Street 
Chicago 


Telephone Franklin 3868 














Claim Investigations 





MARK LIPMAN SERVICE 


Special Claim Investigations 


LIFE-HEALTH-ACCIDENT 
Rector Building 
Little Rock, Arkansas 





Coin Clocks 





COIN CLOCKS 
will help you sell 
more life insur- 
ance. 


New Low Price 
$1.99 and up. 


For full details write to: 


COIN CLOCK SERVICE CO. 
100 — Prospect—4th Bidg. 
Cleveland, Ohio 














Estate-0-Graph 





LIFE MEN! INQUIRE 
ABOUT THE 
ESTATE-O-GRAPH 
Write 
THE ESTATE-O-GRAPH 
222 E. Ohio St. Indianapolis 








Insurance Law List 


HINE’S INSURANCE 
COUNSEL 


(No Charge for Copies to Legal and 
Claim Dept. Officials) 


First National Bank Bldg. 
Edward E. Collins, Mgr. Chicago 














Send 9 cents in stamps 
for sample copy of 


THE ACCIDENT & 


HEALTH REVIEW 


The only exclusive accident and health 
paper published. 


It gives ideas and suggestions that help 
you sell income protection insurance. 


Address your inquiry to A-1946, 








Insurance Exchange, Chicago 





Lawrence, Kans., reached the age of 96 
years. He carried an ordinary life pol- 
icy which was treated by the association 
as an endowment at age 96 and the face 
thereof paid to Mr. McChesney. 





Milwaukee Congress Meets 


MILWAUKEE. — Americanism and 
fraternalism are the only two “isms” 
that should exist in America today, Ben- 
jamin Rothman, deputy grand chancellor 
Knights of Pythias, told a meeting of 
the Milwaukee Fraternal Congress here. 
Otto Werkmeister, Modern Woodmen, 
president, presided. 





Modern Woodmen Names Two 


E. H. Adams of Burlington, Vt., state 
manager of Modern Woodmen, has had 
New Hampshire added to his territory. 
Modern Woodmen has resumed opera- 
tions in Maine, appointing George C. 
Woods of Bangor as state manager. 
His address is 108 Maple street. He is 
one of the society’s veteran field men, 
having started in 1902 as agent. He has 
been state manager since 1912. 





A. A. Reeside, 81, grand lecturing 
deputy of the A. O. U. W., died at his 
home in Wichita after six months of 
failing health. He had been connected 
with the A. O. U. W. for 36 years. 








CHICAGO 


LOYALTY PLEDGED ZIMMERMAN 





Loyalty was pledged to Charles J. 
Zimmerman, Connecticut Mutual Life 
general agent, Chicago, by his agents at 
the agency’s second anniversary celebra- 
tion. Mr. Zimmerman, as the next 
president of the National Association of 
Life Underwriters will have a strenuous 
year in association work and the agents 
pledged themselves to maintain the 
agency’s rapid rate of growth during 
the coming year. So far the agency has 
paid for $2,650,000 business for the year 
and in a seven weeks campaign with 
$100,000 a week quota, $1,200,000 busi- 
ness was submitted. 

Vincent B. Coffin, vice-president and 
superintendent of agencies, represented 
the home office. He stressed the im- 
portance of loyalty as a factor in suc- 
cess. “Loyalty, or doing things for 
others, is man’s most powerful motivat- 
ing force,” he said. He paid a tribute 
to the agency’s growth and to the two 
agency managers, W. H. Siegmund and 
E Hewitt, who received a joint 
award for doing the most outstanding 
work last year among the company’s 
200 supervisors. 

Samuel T. Chase, general agent emeri- 
tus, urged the agents to overtake the 
New York agency as the company 
leader. He recalled the stiff competition 
his agency had had with New York 
when Peter M. Fraser, vice-president, 
was general agent there. 

Mr. Zimmerman, who presided, re- 
ported that the agency is leading the 
company in production by second year 
men and is more than 50 percent ahead 
of the next agency. 

Mr. Siegmund, who was also in charge 
of the cruise preceding the dinner, spoke, 
representing the agents. 





SCHWEMM AGENCY HOLDS LEAD 

The Earl M. Schwemm agency of 
Great-West Life in Chicago led all agen- 
cies in placed business in June for the 
sixth consecutive month this year. New 
placed business for the first six months 
increased 56 percent over the same period 
in 1938, and the agency showed over a 
million more of new placed business for 
the first six months of 1939 over the 
same period in 1938. 





William Dick, who has been with the 
Stratford Lee Morton general agency of 
the Connecticut Mutual in St. Louis for 
four years, has joined the Zimmerman 
agency of the same company in Chicago. 
Mr. Dick is a son-in-law of Mr. Morton. 








NEW YORK 





ENCYCLOPEDIA OF INSURANCE 


The Index Publishing Company, 123 
William street, New York, has issued 
the 1939 edition of the “Encyclopedia 
of Insurance in the United States,” a 
very valuable referencé book which 
costs $3. It gives information regard- 
ing all companies, it has an extensive 
biographical section, tells about insur- 
ance associations and in general it is an 
excellent book to have on one’s desk. 





OPENS NEW AGENCY 


The Provident Mutual announces the 
opening of a new agency at 225 Broad- 
way, New York City, with A. L. 
Dickey as general agent. Mr. Dickey 
goes to the Provident from the Isadore 
Freid agency of the New England Mu- 
tual where he had a distinguished rec- 
ord, both as a supervisor and as a per- 
sonal producer. 





Y. M. C, A. TO DISCUSS INSURANCE 


L. O. Pethick, director of industrial 
service in the Metropolitan Life’s policy- 
holders’ service bureau, will lead a dis- 
cussion on sick benefits, medical care 
insurance, and hospital plans at the 
annual conference on industrial relations 
held under the auspices of the Y. M. 
C. A. at Silver Bay, Lake George, N. Y., 
Aug. 30-Sept. 3. In addition to this 
discussion group there will be one on 
group health and medical care in opera- 
tion, the leader for which is still to be 
announced. 





Paid business of the J. S. Myrick 
agency of the Mutual Life in New York 
City for June was $967,885 as against 
$1,812,054 for June, 1938. For the year 
to date the total is $6,442,719 as against 
$9,919,803. 

The Charles B. Knight ageney of the 
Union Central Life, New York City, paid 
for $1,100,952 in June as against $1,034,- 
483 for June 1938. For the first. six 
months total paid business was $11,424,- 
786 as against $8,583,223. 


INDUSTRIAL 


Eureka-Maryland Signs 
with CIO Agents’ Union 


NEW YORK—tThe Eureka-Maryland 
has signed a collective bargaining agree- 
ment with the CIO industrial agents 
union covering 50 agents in the Pitts- 
burgh territory. The agreement also 
provides that its terms and conditions 
will be extended to any city in which 
the union represents a majority of Eu- 
reka-Maryland employes. The agree- 
ment followed an election held by the 
Pennsylvania labor relations board which 
the union won by a 44-0 vote. 


Increases in Salary, Commissions 


Conditions include an average increase 
in collection salary and commissions 
amounting to 20 percent; recognition of 
the union as sole collective bargaining 
agency; vacations with pay, establish- 
ment of union grievance committee and 
arbitration of dismissals and disputes by 
a three-man arbitration board composed 
of a representative of the union, the 
company, and a neutral chairman. 


Two Other Agreements 


Other companies with which the union 
has collective bargaining agreements are 
the Sun Life of Baltimore and the Gol- 
den Eagle of Brooklyn. 

Negotiations between the Metropoli- 
tan Life and the union are at a standstill 
pending decision by the New York state 
labor relations board on a petition signed 
by more than half the Metropolitan’s 
agents in the New York area asking that 
a new election be held to determine a 
bargaining agent. The CIO union was 
certified as agent following an election 
a year ago, but its one-year certification 
period had nearly expired by the time 














the courts finally held the Metropolitan 
subject to the labor board’s jurisdiction. 


Takes Over United Life 


The North American Insurance Com- 
pany, of Jackson, Miss., has just cele- 
brated its fourth anniversary coincident 
with the taking over of the business of 
the United Life, another young Jackson 
company, which had been operating 
under a temporary receivership with 
Commissioner Williams as receiver. The 
chancery court has approved the sale of 
the assets to the North American, which 
was organized in May, 1935. 

The North American of which John 
G. Hand is president and general man- 
ager, writes industrial life, industrial 
health and accident, bankers group loan 
and a family group draft attached policy. 
It is the only domestic industrial com- 
pany in Mississippi. The company, is 
now expanding its activities, placing 
agents throughout the state. 








Monumental Appeals in Ohio 


Tht Monumental Life has appealed to 
the common pleas court at Columbus, 
O., from a finding of the bureau of un- 
employment compensation, which re- 
cently held that life company agents are 
employes of their respective companies 
and are entitled to benefits under the 
Ohio act. 





Colonial Life Makes Promotions 


The Colonial Life of Jersey City an- 
nounces the following new managers: 
C. Jordan’ Kreutzer, se ae 
Thomas W. Davis, Jamaica, N.Y 
liam T. Ginger, Passaic, IN: he pea 
Abrams, Borough Hall Agency, Brook- 
lyn, N. Y. All have been affiliated with 
the company for a number of years. 


G. A. Gallagher Is Retiring 


G. A. Gallagher has just retired as 
manager of the Metropolitan Life at 
Milton, Mass. He has served a number 
of offices in New England. His son, 
George, Jr., is now manager of one of 
the Metropolitan Life offices in Spring- 
field, Mass. 








Fort Wayne Metropolitan Meeting 


FORT WAYNE—A territorial con- 
ference of 175 agents of the Metropoli- 
tan Life was held here with Walter J. 
Shepherd, superintendent of agencies, 
welcoming agents from Indiana, Ohio, 
Kentucky, and West Virginia who at- 
tended. 





S. G. Glover, district manager of the 
National Life & Accident, was elected 
vice-president of the Wichita Lions 
Club. 





Caminetti Appoints Fay as 
His Chief Deputy 


Commissioner Anthony Caminetti, Jr., 
of California, newly appointed, who 
completed his qualification for the office, 
has appointed Eugene P. Fay, depart- 
ment attorney for six years, as his chief 
deputy to represent him in all matters 
pertaining to the office and to take 
charge of the department prior to him- 
self taking active control. 

Judge Caminetti, who is superior court 
judge in Amador county, suffered an 
attack of illness soon after he was con- 
firmed by the California senate. This 
delay, coupled with several cases pend- 
ing before his court, means that he will 
not be “on the job’ for another week 
or more. 

The new commissioner is 61 and a 
son of the late Anthony Caminetti, well 
known in California politics for many 
years and commissioner of immigration 
under President Woodrow Wilson. 





A bill which will permit Massachu- 
setts companies to accept mortgages on 
FHA properties in states other than 
Massachusetts, as they now do in their 
home state, has been passed to be en- 
grossed by the Massachusetts senate. 
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Sales Ideas and Suggestions 








Educational Fund and Way 
It Can Best Be Provided 


The Mutual Life of New York in a 
very valuable educational leaflet takes 
up the educational fund plan for the use 
of parents and gives suggestions for an 
interview with the fathers where the 
children are under 15 or thereabouts. 
Parents, the Mutual Life says, realize 
that education costs money, not only in 
the grades or high school but in higher 
up schools and colleges. The company 
feels that an agent makes a mistake in 
his approach when he says, “Of course 
you want to send your boy to college?” 
It suggests that this should be phrased, 
“Of course you want your boy to have 
other educational advantages after he 
leaves high school.” That is, going to 
college may be just one of the things a 
parent may like to have his son or 
daughter do. Education may take the 
form of preparatory school, trade school, 
secretarial school, normal school, busi- 
ness school, agricultural school, etc. 

The Mutual Life states that parents 
may provide an educational fund through 
term, ordinary life or endowment. This 
is an instance where term insurance can 
be used advantageously. It gives low 
premium providing for the most cover- 
age for the least money. It teaches the 


prospect to think ahead a specific num- | 


ber of years. Naturally there will be no 
cash value. The ordinary life will give 
a cash value and protection in the mean- 
time. Some parents desire the endow- 
ment for a specific period, which will 
provide the definite fund one has in 
mind and the time he wants it. Many 
people, however, cannot afford the en- 
dowment. 

In addition to the educational fund, a 
man naturally has other needs such as a 
clearance fund of at least $1,000 to meet 
final debts and obligations, enough life 
insurance to keep a family in comfort- 


able living circumstances for at least a 
while and the possible retirement of a 
mortgage. These provisions are pri- 
mary and should be taken care of first. 
The educational fund, the Mutual Life 
says, turns out to be merely a family 
maintenance fund. 


Appeals to Unselfishness 


The great motive in presenting an 
educational fund through life insurance, 
the Mutual Life continues, is that it ap- 
peals to unselfishness in parenthood on 
both sides. The company asks whether 
an interview regarding an educational 
fund provision can be used where there 
is inadequate general family protection. 
The company answers that it can if han- 
dled judiciously. The educational fund, 
it adds, should not overtop the other 
considerations lest, as is frequently the 
case with the endowment annuity, the 
parent gets his mind so set on the edu- 
cational fund idea that he postpones do- 
ing anything about securing general pro- 
tection. 

The Mutual Life thinks that the best 
time to discuss an‘educational fund is in 
June or in the autumn. June is the grad- 
uating time and autumn is the entering 
time for schools and colleges. 

The Mutual Life cautions agents not 
to make the mistake often seen when 
agents attempt to show that going to 
college is more likely to make a success 
of a child than not going. If a prospect 
does not show an interest in college he 
may be thinking of a trade school or 
travel or some other training. The ad- 
vance facts that an agent should have, 
the company says, are the age of the 
child, age of the insuring parent or guar- 
dian, a rough estimate of the type of 
college, large or small, in which the pur- 
chaser might be interested. 








Trust Term Endowment Is 
Replacing Term Insurance 





An unique arrangement has_ been 
worked out by a broker and placed in 
the Earl M. Schwemm agency of the 
Great-West Life, Chicago, to protect the 
investment of financial backers of a 
noted woman singer. Under the plan a 
$10,000, 10-year endowment was applied 
for, the premium being about $980 an- 
nually. A trust agreement was executed. 

In case the singer should die, her 
backers would receive the $10,000 pro- 
ceeds to liquidate their investment in 
her, which would serve to offset losses 
they would sustain through resulting 
cancellation of engagements and lost 
ticket sales. If, however, she lives, 
through the trust agreement they will 
receive the maturity value of the endow- 
ment at the end of 10 years and thus 
get back the amount of the premium 
plus a small interest return. 


Nonecancellable Sinking Fund 


Mr. Schwemm explained this plan pro- 
vides a “noncallable sinking fund bond,” 
which is a principle that is being more 
frequently used in business insurance 
cases than in the past. 

As a rule term insurance has been 
employed to cover such temporary risks, 
but in this case term insurance would 
not reimburse the woman’s backers for 
expenditure of premium in event she 
ives. 

Trust term endowments similarly can 
be used, Mr. Schwemm said, to protect 
backers of golfers and other professional 
people, as well as for bond retirement. 





The contract supplies the cash in a 
business concern when it is needed to 
retire indebtedness following death of 
a key man. It is better to finance 
the bond retirement separately, Mr. 
Schwemm said, than to handle it 
through the general corporate fund. 





Prospecting Plan, Definite 
Schedule, Urged by Woodson 


CHATTANOOGA, TENN. — Three 
main sales objectives were outlined by 
B. N. Woodson, Sales Research Bureau, 
before the Chattanooga Association of 
Life Underwriters. 

If he entered the field again, Mr. 
Woodson said he would certainly give 
more attention to (1) prospecting (2) 
seeing that he did a full day’s work (3) 
telling his sales story more effectively. 

Prospecting is 70 percent of the job, 
Mr. Woodson said, in stressing the 
necessity of a prospect file containing 
all information about prospects and the 
amount of insurance they might buy. 
He advised agents to establish centers 
of influence to provide names and to 
make every person they contact give 
them the names of other persons. 

Agents should look for “situations” 
as well as names in building up pros- 
pect files. “Every baby born, every 
business change, every new home 
bought, every promotion provides the 
opportunity for more insurance selling,” 
he declared. 

To insure a full day’s work, he sug- 
gested setting up a program at the be- 
ginning of the year that fills every 
working day. Records should be kept 








because life selling is a competitive 
sport and one must know one’s batting 
average; records are the most practical 
form of market analysis. 


cou 


Cc. L. U’s ELECT MAECHTEL 











R. S. Maechtel, supervisor Union Cen- 
tral, is elected president of the New 
York City C. L. U. J. E. Bragg, man- 
ager Guardian Life of New York, the 
retiring president, reviewed events of 
the past year. Other officers elected are 
vice-president, J. Fred Speer, assistant 
manager Equitable Society; vice-presi- 
dent in charge of education, R. U. Red- 
path, Jr., Northwestern Mutual; vice- 
president in charge of the settlement op- 
tion compendium, C. M. Spero, inde- 
pendent; secretary-treasurer, R. A. Ber- 
nard, supervisor Aetna Life. 

The executive committee includes R. 
B. Procter, supervisor Penn Mutual; G. 
P. Shoemaker, general agent Provident 
Mutual; H. R. Dowell, New England 
Mutual; L. E. Bottens, Teachers Insur- 
ance & Annuity; and C. E. Brewer, Jr., 
Mutual Benefit Life. 





Pierce Elected in Los Angeles 

The Los Angeles C. L. U. at its an- 
nual meeting elected the following of- 
ficers: President, F. W. Pierce, Con- 
necticut General; vice-president, Alfred 
C. Duckett, Northwestern Mutual, sec- 
retary-treasurer, Harry B. Keeling, 
broker; directors, Russell L. Hoghe 
(ex-officio), Equitable of Iowa; Warren 
Day, New York Life; Millar W. Hic- 
kox, Prudential, and Rolla R. Hays, Jr., 
New England Mutual. 








MANAGERS 


Phelps Describes Bureau's 
Aptitude Rating Chart 


PITTSBURGH, Pa.—Selection of 
agents was described by Ward Phelps, 
consultant Sales Research Bureau, at a 
meeting of the Pittsburgh Supervisors 
Club. The ideal of the new aptitude 
test rating chart of the bureau, Mr. 
Phelps said, is not to reduce selection 
of new agents to a mechanical process, 
but to eliminate to as great an extent 
as possible recruits who should not be 
considered as prospects for the business. 
He outlined the history of numerical 
rating charts, showing that the early 
ones emphasized the personal history 
basis alone. The new chart, he stated, 
considers not only personal history, but 
the very important factor of aptitude. 

Allan I. Shirley, agent secretary New 
England Mutual, was elected a member. 
President Bert F. Mansmann read the 
resignation of H. S. Brownlee, former 
agency supervisor Provident Mutual, 
who became general agent Equitable of 
Iowa. Meetings will be discontinued 
until fall. 








Utah Managers Elect 


A. E. Buckwell, Travelers, has been 
elected president of the Utah Life Man- 
agers Association. J. T. Butler, man- 
ager Aetna Life, retires. W. A. Crowder 
becomes vice-president and Sidney A. 
Kent, Prudential, secretary. F. E. Herb 
is chairman of the program committee. 
On the executive committee are Ernest 
Halverson, A. H. Hakenson, S. W. Sill 
and C. E. Bechtel. 








Woman Who Wrote 
35 “Apps” in May 
Planned Work Well 


The achievement of Mrs. Mavis Tur- 
ley of the Mt. Sterling, Ky., agency of 
the Minnesota Mutual Life, in writing 
an application ev- 
ery day in May, 
Sundays and Me- 
morial Day in- 
cluded, and four 
extra apps thrown 
in for good meas- 
ure, takes on more 
significance when 
it is realized that 
Mrs. Turley is the 
mother and_ sup- 
port of four chil- 
dren and in addi- 
tion to her insur- 
ance writing takes 
care of a certain 
amount of the office work in the Mt. 
Sterling agency. Her success was the 
result of a well prepared campaign care- 
fully carried out. A few months ago H. 
J. Cummings, vice-president Minnesota 
Mutual, was in Mt. Sterling on business 
and was chatting with Mrs. Turley 
about life insurance in general. The 
question came up whether any woman 
underwriter had ever written an applica- 
tion a day for a full month. Mr. Cum- 
mings suggested that Mrs. Turley try it. 
She accepted the challenge and picked 
May for the feat. 

Mrs. Turley and Harry G. Hoffman, 
general agent at Mt. Sterling, worked 
up an intensive and _intelligently- 
thought-out campaign. They made up 
a list of 200 prospects. Half of these, 
100 selected names, were to be circular- 
ized by the home office. Mrs. Turley 
then set a rigorous schedule of work to 
get to these 200 prospects. This sched- 
ule called for her leaving the office every 
morning not later than 9 a. m. and not 
returning until 4 or 4:30 p.m. She and 
Mr. Hoffman saw to it that there was 
plenty of publicity in the local news- 
papers of that region. 

Having charted her course, Mrs. Tur- 
ley stuck to it from May 1 to May 31. 
It was tough going at times and more 
than one day looked like a “no sale.” 
Towards the finish friends and policy- 
holders were pulling hard for her and 
even President T. A. Phillips, of the 
Minnesota Mutual, absorbed some of 
the enthusiasm in Mrs. Turley’s behalf. 
He was prepared to have a nephew 
down at Chicago turn in an application 
if needed, but it was not. 

In reviewing her achievement Mrs. 
Turley credits her success to four 
things: (1) Planned the job well and 
carried it out; (2) had the aid of her 
office; (3) had an excellent portfolio of 
contracts to offer her prospects; (4) had 
the full cooperation of her policyholders. 


McLain Visits Coast Agencies 


After attending the annua! meeting of 
the Medical Section of the American 
Life Convention at Hot Springs, Va., 
Vice-President J. A McLain. of the 
Guardian Life left for a series of visits 
to the agencies in Denver and the Pa- 
cific coast states. Mr. McLain’s itinerary 
was at Denver July 1-3 and in Portland, 
Ore. on July 5-6th. 

Juiy 7-10th will find him in Seattle, 
and on the 11th he will arrive in San 
Francisco for a six-day visit with Su- 
pervisor of Pacific Coast Agencies N. F. 
Davis, Jr. 

Together with Mr. Davis, Vice-Presi- 
dent McLain will then journey to Los 
Angeles to be there July 17-21. ; : 








Mrs. Mavis Turley 
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Company Head Warns 
Against Credit Excesses 





(CONTINUED FROM PAGE 1) 


or enticement in business partnership or 
promotion. Moreover, it cannot be 
driven or harassed out of hiding. It 
can only be enticed out of hiding when 
there is sufficient certainty and confi- 
dence in the long time future to give 
some assurance of a return commensur- 
ate with the risks involved. Any attempt 
of government to harass this kind of 
capital into enterprise carries with it an 
inherent danger.- Any such attempt to 
force the development of new enterprise 
is likely only to force into the risk of 
new enterprise the savings and deposits 
of people whose savings do not belong 
there.” 

Government has no business in this 
field, Mr. Arnold said. The suggestion 
that government must now enter this 
field carries inherent in it the thought 
that government will take risks with 
the people’s money which the people 
themselves now refuse to take. 


Viewpoint of Life Institution 


“On the one hand, a life insurance 
man cannot but abhor those forces in 
industry, finance or government which 
jeopardize the savings or substance of 
the masses of people. For it is his task, 
through all conditions—whether 1929 or 
1932 or 1939—to steer his course away 
from every danger and keep intact the 
people’s substance entrusted to him. On 
the other hand, in the execution of the 
task entrusted to him, a life insurance 
man is dependent to a large extent on 
the world of business—of big business, 
if you will. When enterprise goes hay- 
wire, as it did in the 1920’s, his task is 
made doubly difficult. When enterprise 
becomes stagnant and fearful, as it has 
for the last ten years, he has troubles of 
another kind but equally difficult. 

“In a period like the 1920’s, his knowl- 
edge of investment markets and prob- 
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Fone the movie capital of the 
world and western America’s 
radio city within-the borders of Los 
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lems cannot but make him realize that 
his must be one safe anchor to the 
windward in a speculative storm. In 
times like the past ten years, he must 
be prepared to carry a tremendously in- 
creased burden. In times like 1939, with 
a government policy of cheap money, 
rising taxation, and rapidly increasing 
public debt which forces a heavy invest- 
ment in government securities and a 
drying up of private sources of invest- 
ment, he finds it necessary to wage a 
strong fight to keep the cost of insur- 
ance from rising beyond the reach of 
the large body of people whom insur- 
ance should serve—must serve—if the 
security of life insurance is to be kept 
as the vital source of strength which it 
is to our economic and political life. 


Stresses Unbiased Approach 


“He has on the one hand a great 
stake in the security and strength of 
his government because he has invested 
heavily in it. And on the other hand, 
he finds scarcity of investment in pri- 
vate enterprise means unemployment for 
millions, a shrinking market, a marked 
increase in the difficulties his salesmen 
encounter, and hence higher sales and 
service costs. And in such a position 
no life insurance man of responsibility 
can afford, from sheer bias or partisan- 
ship, to favor capital as against labor, 
business as against government, or a 
propertied or wealthy class as against 
that class whose hope of substance and 
security lies in the life insurance they 


wn. 

“While the structure of life insurance 
is strong—and the life insurance com- 
panies can sustain loss of policyholders, 
loss of interest, and even substantial 
losses in invested capital over a period 
of years—to a life insurance man the 
essence of good business and of safety 
for his company and its policyholders 
can best be found when security is on 
the increase, employment widespread, 
business happy and thriving, capital 
moving freely into creative enterprises, 
and security markets so sound and re- 
liable that dangerous speculative activity 
constitutes a minimum threat for the 
present or for the future.” 

In spite of the troubles this country 
has been through in recent years and 
the alarm for the future that exists in 
many quarters, there is much to en- 
courage us today in the demonstrated 
strength of American democracy, Mr. 
Arnold said. Greater confidence and 
greater faith are the needs of the hour. 





Double Tax Hits Life 
Men Using Trusts 





(CONTINUED FROM PAGE 1) 


Not many legislatures will convene be- 
fore 1941, so the confusion will persist 
in large part until that year. Meanwhile 
life insurance men must take care to 
examine the question of double taxation 
in their own states. It is often simple 
to establish a trust in a neighboring 
state if the laws of the home state are 
unfavorable. 

Double taxation of inheritance occurs 
when the state where a decedent lives 
taxes his intangible property, no mat- 
ter where it may be, while the states 
where trusts or other rights are estab- 
lished or maintained also tax such 
rights as are within their jurisdiction. 


Status in Various States 


The group of reciprocal states in- 
cludes the following: California, Geor- 
gia, Idaho, Illinois, Indiana, Iowa, 
Maryland, Michigan, Mississippi, New 
Hampshire, New Mexico, North Da- 
kota, Ohio, Oregon, Pennsylvania, 
South Carolina, Texas, West Virginia, 
Wisconsin and Wyoming. 

Among states whose laws at the 
present time do not subject intangibles 
of nonresidents to death duty under any 
circumstances. are the following: Dela- 
ware, New York, New Jersey, Con- 
necticut, Massachusetts, Maine, Rhode 
Island, Tennessee. 





“Millionaires” Talk Over 
Various Tax Angles 
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distribution under policy options. 

Mr. Levy suggested that the present 
time is an excellent one for selling 
single premium short term endowments 
—15-year or where company will issue 
them, 10-year. He said that many people 
have money now but are fearful because 
of the uncertain future they may not 
have it later on. The single premium 
endowment, calling for no future pay- 
ments, provides an excellent investment 
as compared with other channels avail- 
able. He said there is an additional at- 
traction in the tax angle, since the 
Philadelphia Life Underwriters Asso- 
ciation has obtained an opinion that if 
there is a provision for payment of the 
matured endowment under an option 
that there is no tax on the profit repre- 
sented by the maturing contract. 

Lester Rosen, Union Central, said 
that since many trustees believe that 
they are not legally empowered to in- 
vest trust funds in annuities, every life 
insurance trust should contain a specific 
provision that the trust company may 
invest money in annuities, since this 
will take care of the situation. 

There was much interest in the pre- 
convention meeting which will be held 
at French Lick Sept. 22-24. The group 
went on record as endorsing Philadel- 
phia for the 1940 convention of the 
National Association of Life Under- 
writers. 





Sales Resistance Feared 
as Result of SEC Probe 
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wrong. It is used effectively by in- 
dustrial men. The Metropolitan requires 
its agents to submit data on a certain 
number of cases each month, and the 
programs are worked out at the home 
office. 


Haven’t Learned Its Simplicity 


One difficulty is that agemts have 
been “buffaloed” by the impressiveness 
of programming and have not even 
learned how simple it is. Another dif- 
ficulty is that they have not provided 
themselves with the simple tools needed. 

The big producers naturally have the 
“Diamond Life Bulletins,’ or have ac- 
cess to them. The Unique Manual-Di- 
gest, which has information on 400 com- 
panies and thousands of policies, is avail- 
able in many offices. The National 
Underwriter Company has sold thou- 
sands of slide rules for calculating in- 
come obtainable from insurance pro- 
ceeds, or amount of insurance needed 
for a minimum income. But generally 
speaking, agents do not have the tools 
that make programming easy. 

A-new device by which the prospect 
can practically determine his own needs 
is now being put out by the “Diamond 
Life Bulletins,” called the “Datagraph.” 
It is a “gadget” and the prospect in- 
stinctively reaches out for it. By pull- 
ing out various slides it answers the 
various programming questions, as how 
much income present insurance will 
produce, or for how long a time, or how 
much is needed to accomplish definite 
objectives, etc. It gives the answer in 
figures, not on a scale from which com- 
putations have to be made. The an- 
swers are in large type. 

Programming is not only the reverse 
of high-pressure selling, it is a pow- 
erful selling method in itself. It re- 
quires only an average understanding of 
life insurance. In fact, prospects could 
do their own if they understood where 
to get the figures. It applies to small 
cases as well as large. Even the small- 





est buyer may have an objective he 
wants to accomplish by life insurance 
and programming is merely showing 
him how much is required. 
Programming is buying life insurance 
for a purpose. instead of haphazard, and 
every man will buy more if he sees it is 








Feted on 45th Year 








TIMOTHY RILEY 


Timothy Riley of Burlington, Ia., has 
completed 45 years of service with the 
Equitable Life of Iowa. He joined the 
company July 2, 1894 and is the oldest 
active representative in point of service. 
He observed his 83rd birthday May 8. 
In celebration of his 45th anniversary 
he was honored with a picnic given by 
the members of the Burlington agency 
at which N. C. Day, Burlington general 
agent, was host. 








taking care of a need than if he is just 
buying vaguely because it is a good 
thing. 


Suppose a prospect says, “I’ll take 


$1,000.” The agent replies, “Why not 
give the family $50 a month for two 
years. That will take $1,167 of life 
insurance. Then we will add $500 for a 
clean up fund, making $1,667 of life in- 
surance.” That is the way program- 
ming works on large and small cases. 
It defines an objective or little beyond 
what the prospect would buy without a 
definite objective. And if he buys on 
a program he will stick better. 

It is not likely now that anything can 
stave off the publicity scheduled for the 
fall on lapses and high-pressure selling. 
However, there is time for agents to 
prepare themselves for better selling and 
especially to meet a type of sales re- 
sistance that is expected to arise. 





Cincinnati's New Officers 

The Cincinnati Life Underwriters As- 
sociation elected the following officers: 
J. C. Sebastian, Union Central Life, pres- 
ident; L. B. Scheuer, State Mutual, vice- 
president; W. C. Wilson, Home Life, 
secretary; and J. C. McFarland, Ohio 
State Life, treasurer. The two new 
trustees elected are Tracy Evans and 
H. F. Burtch. Ray Hodges has been 
selected as national committee man and 
George Woodward is the new state rep- 
resentative. The program for the year 
will be under the chairmanship of L. B. 
Scheuer, State Mutual, and the commit- 
tee will consist of C. V. Anderson, Provi- 
dent Mutual; G. D. Randolph, New 
England Mutual; J. S. Drewry, Mutual 
Benefit Life; L. D. Fowler, Connecticut 
Mutual; J. Lauer; R. Hodges, Ohio Na- 
tional; B. H. Wulfekoetter, Massachu- 
setts Mutual; and Abner Thorp, vice 
president THE NATIONAL UNDERWRITER. 





Ramsey Agency Enlarges Office 

The Ramsey agency of Home Life of 
New York in Chicago has moved to 
larger quarters in One North LaSalle 
street, celebrating the occasion by lead- 
ing the Home Life’s 49 agencies in June 
production. W. M. Bramhall, country 
wide leader in personal production, is a 
member of the Ramsey agency. J. F. 
Ramsey is head of the agency. 
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MUTUAL TRUST 


LIFE INSURANCE. 
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“AS FAITHFUL AS OLD FAITHFUL 
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THREE PERCENT NET LEVEL PREMIUM 
PARTICIPATING POLICIES FOR MEN, 
WOMEN, AND CHILDREN. 





THE STATES IN WHICH IT OPERATES 
INDICATE ITS CHARACTER 


New York 
Maine 

Vermont 

New Hampshire 
Massachusetts 
Connecticut 
Rhode Island 
New Jersey 


Ohio 


Illinois 
Wisconsin 
Michigan 
Minnesota 

lowa 

Nebraska 

North Dakota 
California 
Washington 





MEN WHO BELIEVE THEY HAVE GENERAL 
AGENCY QUALIFICATIONS MAY OBTAIN FULL 
PARTICULARS BY ADDRESSING THE AGENCY 


DEPARTMENT. 


NOTHING BETTER IN LIFE INSURANCE 



























Throughout the past 88 years the Massachu- 
setts Mutual has earned a reputation for able, 
progressive management, and sympathetic un- 
derstanding of its policyholders’ problems. 
The company has ever been alert to the modern 
trend and has kept its judgment flexible, con- 
stantly adjusting itself to meet new problems 
of protection and conservation. 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 
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The New 
Headquarters 
of the 


CHICAGO 
ASSOCIATION 
of LIFE 
UNDERWRITERS 


@ Make The LaSalle your office . . . your home 
. your headquarters when in Chicago. It is 

in the very heart of the insurance and finan- 
cial districts, close to the theatres and shop- 


ping district. 


@ New in decoration and furnishings. Large 
comfortable newly furnished rooms. 


@ Dining and 
Room. 


dancing in the Blue Fountain 


COCKTAIL LOUNGE @® COFFEE SHOP 


Reasonable Rates 


“Foremost in Friendliness” 


James Louis Smith 
General Manager 


LA SALLE HOTEL 


Chicago 










































































OUR AGENTS ARE PROUD 
OF THIS 


We have scores of letters 
from Beneficiaries which 
say, “Although Mr. Blank 
carried policies in several 
companies, yours was the 
first check to be delivered 
tous. We are grateful for 
this very prompt service.” 





BANKERS MUTUAL LIFE CO. 
FREEPORT, ILLINOIS 


Founded in 1907 
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LIFE VIEWS IN THE NEWS 


The “Top Club”, leading producers of the Southwestern Life, held a special session at the company’s 35th agency convention in Colorado 
Springs, Colo. The Colorado convention was the first agency meeting the Southwestern Life has held outside of Texas. 


The long term life insurance contracts 
which are now maturing offer the best evi- 
dence of the value of life insurance as a 
stable investment over a period of years. 
James Foppiano of Memphis (left), when 
he was 31 in 1874, bought an ordinary life 
policy from the Connecticut Mutual Life. 
For 65 years this contract protected his 
family but this year when his policy ma- 
tured as an endowment at 65, he was 
paid $2,011, more than he had paid in 
premiums. 

Capt. W. H. Wildey of Mt. Carroll, Ill. 
(right), in 1900 bought a Franklin Life pol- 
icy. When he became 100 this year he 
was offered cash for the face value of the 
policy but preferred to leave the money 
with the company and draw interest. 

Despite wars, epidemics and depressions 
during the period these policies were in 
force their value was ever increasing. 


ON COMMISSIONERS EXECUTIVE COMMITTEE 











G. H. NEWBAUER, Indiana W. A. SULLIVAN, Washington M. J. HARRISON, Arkansas 








